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of Baltimore Opening in each state for a General Agent. 


Is an OLD LINE, LEGAL RESERVE, 
STOCK LIFE INSURANCE COMPANY, 


steering clear of all experiments and following | Free Health Service for Policyholders through 
the blazed trail of successful experience. Lili Wetensn Tostionte. tee os 


New and greatly reduced rates. 


THE COMPANY IS FORTY YEARS OLD, ee 5 : = itiiig aa 
under CONSERVATIVE, SUBSTANTIAL A Company in its eighteenth year which ts 
MANAGEMENT — rich in experience, with now beginning to open new territory. 

progressiveness and ambition evenly bal- 
anced upon a foundation of fundamental We invest where we collect which helps you 


principles and essentials. to collect where we invest. 


Its management does not goad men to do the 
unexpected or the impossible, but requires For information address: 

only a substantial, conservative progress in 

the items which make a healthy, reliable, W. CASWELL ELLIS, Agency Manager 
serviceable institution for the protection of 


policyholders, the well-being of its field force |! SOUTHEASTERN LIFE INSURANCE CO. 


and the security of its investors. 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button 
and men spring to do their bidding. In factory or office, in industry or finance men scorn the 
need of protection. The lesson of life insurance must be driven home tothem. Never isit sought 
over the counter, but always it must be sold. And because it takes big strong men to meet other 
big strong men, life insurance presents big opportunities. 


Not so many years ago the life insurance business was considered a place for the derelicts of 
other businesses; men fit for nothing else could eke out a living peddling policies to their friends. 
But to-day the business of life insurance looks for successful men of affairs. ‘The life insurance 
agent of this day and age must be a man of vision. He must bea fighter. Heneeds brains. He 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he 
must be a well-dressed and polished man of the world. In fact he must have every qualification 
necessary to a big business executive. To such men the business of selling life insurance does 
indeed offer wonderful opportunities. ‘or such men there is no business offering greater inde- 
pendence and larger income than life insurance. 


To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts- 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it 
means less objections to be overcome. All this because the Perfect Protection Policy has been 
developed with the greatest care to give its holders protection at every p¢ sare point. Perfect 
Protection policies give to their owners the peace of mind that comes from the absolute knowl- 
edge that every contingency is provided for. 


These advantages are for every man to seck. <A word to the company will bring you com- 
plete information. If the business of life insurance offers great opportunities, and it does, add to 
those opportunities a connection with the Reliance Life. 


The RELIANCE LIFE INSURANCE COMPANY 


of PITTSBURGH, PENNA. 
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Why the Agent? 


By W. 


L. TAytor 


Vice-President and General Manager, the Federal Surety Co., Davenport, Ia. 


HY THE AGENT?” That question is now 
being asked by a great many buyers of in- 
surance, in these days of mutualism, recip- 
rocalism, communism and the other “isms” 
intended to promote and encourage move- 
ments of “Direct from producer to con- 

insurance, 


” 


sumer,” including *‘mail order 
so when the question of insurance is men- 
tioned there are many who say, “Why the agent?” 

If a buyer of insurance was to call upon one of our reciprocal 
or mutual friends and ask about insurance they would probably 
say like the popular song, ‘Yes, we have no agents.” 

In the past few years various organizations such as our local 
federations have done much to educate the 
But the question arises in 


associations and 
people with reference to insurance. 
my mind as to whether or not the insurance man, whom our 
competitors would like to see annihilated, has taken advantage 
of the opportunity he has had to educate himself in his own 
business. No man is competent to educate others on any subject 
if he is not educated on the subject himself. 

I am one who has always contended that the agent can earn 
all of that portion of the premium that he gets, if he will. 1 
don’t mean to say that all agents do earn the commission that 
that they get, and because they do not earn the commission 
they get the buyers of insurance are looking to mutuals and 
reciprocals to save the agent’s commission. 

I am frank to say that I am against the agent who wants the 
commission and is unwilling to educate himself so that he will 
be looked upon as a man of profession rather than an ordinary 
agent capable only of delivering a policy and collecting for it. 
I have much less use for the cut-rate agent: such an agent is 


merely an order-taker and not a salesman. I want to tell you 


that if the American agency system is to survive it is going to 
be because of the energetic men who are willing to keep them- 
selves fully posted and make their services more and more 
valuable to their clients. An insurance salesman should estab- 
lish for himself a reputation as have doctors, lawyers and 
bankers. If a business man has a financial proposition on which 
he seeks advice he goes to a banker; if he is sick he goes to a 
good physician; if he wants legal service he looks up a good 
lawyer. Why not bring the profession of the insurance agent 
up to the same standard, so when a business man wants expert 
insurance advice he will seek an expert insurance man in his 
own town, without giving the mail order mutual a thought? 
Now, the only way we can make ourselves, as agents, so 
useful to the community that the people will want us to do 
business and prosper instead of getting their insurance by the 
mail order route is for us to know our business. 
¢ Ti there is any one of you engaged in the insurance business 
who does not feel that you are in a business which will enable 
you to render the greatest service to your country and man- 
kind, or if you feel that you are in a business which does not 
rank with that of any other business or profession in the 
country, then my advice is to get out at once, for you will be 
a failure and you are doing vourself and the business an in- 
justice to continue. On the other hand, if you can sell yourself 
the business to an extent that you fully believe and know that 
you are engaged in the highest calling of the land, where you 
have an opportunity to render a great service to your country 
and give your clients one hundred cents’ worth of service for 
every dollar that they pay you, then you will be a success. 
Statisticians tell us that our business ranks second in the world. 
The railroad and the combined transportation industry ranks 


first and our business comes next. But, without our business, 
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without the credit made possible by insurance, what would the 
transportation industry be? What would our banking industry 
and any other industry be? When it is all summed up, in- 
surance is the real foundation of all credit. If each of us en- 
gaged in the insurance business can only realize the part we 
can play in the great business development of our country we 
perhaps would then appreciate that we are engaged in a high 
calling. 

Many agents ask us home office laborers, “How are we going 
to meet the competition of mutuals, reciprocals, and the cut-rate 
stock companies?” My answer has been, “Education and 
Salesmanship.”” But the trouble, | am afraid, with a great 
many of our agents is that they attempt the salesmanship before 
they have properly educated themselves. We are now living in 
You never hear of a corporation retain- 
They take the 
People nowadays do not employ quack 


the age of specialists. 
ing the old-fashioned “pettifogging” lawyer. 
up-to-date instead. 
doctors when they need an operation; they seek out the 
specialist. Now what kind of an agent do you want to be, the 
pettifogging, quack or an insurance specialist ? 

How many agents here to-day subscribe for and read at 
least four or five of the leading insurance journals of the 
country? How many agents own a copy of the Argus and the 
Spectator Charts? How many agents here receive the Bulletin 
from the Casualty Information Clearing House? How do you 
expect to be a specialist and not be posted? How many 
agents here are familiar with fire-rating systems? How many 
agents know what credit or rate 1s given for various modes of 
fire prevention? How many agents can intelligently explain the 
schedule and merit rating systems in connection with com- 
pensation risks? If you do not read the periodicals and don’t 
possess these books, you are not educated, and if you are not 
educated how in the world can you go out and meet the com- 
petition of the man who is? You wouldn’t employ a lawyer 
who didn’t have a law book or text book in his office, and who 
does not read the monthly reports as they are published. If 
you don’t read the insurance journals, how do you know 
whether the company you are representing is up-to-date and 
keeping abreast of the times? The only way you will find out 
these things is when you lose a risk to a wide-awake agent. 

There has been a lot of agitation the last two or three years 
regarding a “Uniform Agent’s Qualification Law.” I am in 
favor of such a law, but it is going to require considerable study 
and thought on the part of the agent after he is qualified with 
\Vhenever an 


the insurance department. agent comes to m«¢ 


—==_—.., 
—— 


and says that he lost a risk to a mutual because the assureq 
said that he was able to save the agent’s commission, my reply 
to such an agent is, “Serves you right, you should have lost it 
and I am only sorry for your company.” Whenever an agent 
admits that his client can save his commission on a risk, such an 
agent is admitting that he has failed to convince that client that 
he, the agent, can render service to the client worth more than 
that portion of the premium that the agent gets. One agent 
asked me if I thought that a local agent should advertise. 
Absolutely, yes. Is it ethical in selling insurance to draw com- 
parisons? Whenever it is necessary to refute misrepresenta- 
tion. 

I know of no business where every detail of its operation js 
made as public as is the business of insurance, Every State pub. 
lishes a yearly report, setting out the operations of each com- 
pany operating in the State in the most minute detail. Every 
agent operating in the State is welcome to one of these reports, 
and should have one in his office so that he can answer any 
question a client may ask and answer it correctly. 

When you have yourself sold on the insurance business and 
are fully equipped with the knowledge of the business so that 
you can go out and talk it intelligently to your clients, being 
able to point out the advantages derived from placing insurance 
with your agency, such as: a wired glass window here, a metal- 
covered door there and a small fire wall above the roof, the 
initial cost of which is nothing compared to the annual saving 
on the premium in reduced rates, or show that the proper guard 
on this or that machine will reduce the premium by removing 
the cause of accident; how the installation of a burglary alarm 
or a few iron bars across the back window will cut the assured’s 
burglary premium in two; it won’t be long until your client 
will see that your service rendered is worth to him more than 
all the commission you get out of the premium. 

The old saying is, “A company is judged by its agents.” It 
is equally true than an agent is judged by the company he keeps. 
I say, “The company he keeps.” No wide-awake insurance 
agent is going to keep a company that is not willing to jom in 
and co-operate with him in his campaign of education and serv- 
ice, and when you get an “agency of service” and a “company of 
Thus we have a 


service” we have a “satisfied policyholder.” 


triple alliance that cannot be broken. The three are like a three- 
legged stool—no two can stand without the third, and when you 
have gotten your business to that point you are not going to 
have any trouble by losing your clients, and no client is going 


to tell you he can save your commission. 





ST. LOUIS AGREEMENT 
Application Slow—Not Yet Finally Ratified 

St. Louis, Mo., July 30.—Although there has 
heen no official pronouncement it is more than 
likely that the St. Louis Association of Fire 
Underwriters will postpone final ratification of 
the July 1 agreement relative to limitation of 
agencies and commissions until September and 
possibly October. 

Under the rules of the organization any 
change in constitution and by-laws must be 
ratified with a two-thirds vote. So with a 
membership of forty-six, with all voting, thirty- 


one affirmative votes would be sufficient to put 
Several 
weeks ago, when ratification of the executive 
committee’s action in accepting the July 1 agree- 
ment was submitted to the membership of the 


through the contemplated changes. 


association, the vote was 27 to 12 in favor of 
the plan. Five members were either absent or 
did not vote. In the meantime questionnaires 
have been sent to the members and associate 
members requesting data on their company con- 
nections and status. July 25 was the date set 
for the return of this information, but as usual 
some have delayed sending in their replies. 


4 


During the past week there were many com- 
pany representatives in town. Among the 
callers were: Mr. Robertson of Chicago, West- 
ern manager for the Automobile of Hartford; 
Charles FE. Conklin, secretary, Assurance Com- 
pany of America; A. G. Dugan and Clem E. 
Wheeler of the Hartford Insurance Company; 
G. J. Giersherg, State manager of London In- 
surance Company; William M. Frink, agency 
supervisor, Royal Insurance Company; C. G. 
Whipple, general agent, Union Insurance So 
ciety of Canton, and R. B. Hosmer of Chicago, 
assistant manager for the National Liberty. 
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MISSOURI AND THE FIRE 
COMPANIES 

HERE is a reiterated accusation of 

childhood which runs, “You did, you 
did, you know you did!” In viewing the 
present situation of the fire insurance rate 
question in Missouri one is irresistibly 
Ap- 
parently every seeker after thoughtless 


reminded of that sing-song phrase. 


public favor and every aspirant to quasi- 
political honors is figuratively standing in 
front of the non-domestic fire insurance 
companies there and shouting in chorus, 
“You did, you did, you know you did!” 
All these accusers claim that the fire in- 
surance companies are charging ex- 
orbitant premium rates in Missouri, and 
that in their home States they invest funds 
in speculative stocks and in other ways 
then use the 
premium income to pay occurring losses. 


“play the market,” and 


But the significant factor in the whole 
case is that heyond the chant of “You did, 
you did, you know you did!” not one iota 
of tangible proof has been submitted 
either that the premium rates were higher 
than consistent with good underwriting 
and a fair margin of profit, or that the 
companies were making any but legiti- 
mate use of their money. 

Now comes Floyd E. Jacobs, special 
attorney employed by the Superintendent 
of Insurance of Missouri in the suit of 
the stock fire companies, with a state- 
ment of his intention to put the officers 
of the companies on the stand in their 
home States with a view to determining 
whether or not private profits are accru- 


ing to them from investments made in the 
name of their respective companies. Mr. 
Jacobs, if he would obtain an accurate 
knowledge of the operational side of the 
fire insurance business, would do well to 
carefully read the report and findings of 
the Dailey Committee as drawn up 
recently, following the Illinois investiga- 
tion. His theory of enormous profits 
would then go glimmering, and he would 
be forced to the realization that the in- 
stitution of fire insurance is not the 
Croesus it appears to prejudiced eyes, but 
is hard put to it to make an underwriting 
profit in the face of present conditions 
and rates. Incidentally, it may be in- 
teresting to note, in the midst of this 
hallyhoo about excessive fire insurance 
premiums and unethical practices, that 
Mr. Jacobs is a tentative candidate for the 
governorship of Missouri. 

In regard to the investment aspect of 
the fire insurance business and _ the 
charges of illegality leveled thereat, a 
brief summary of the existing State regu- 
lations on this angle of the matter may 
not be amiss. Since the Eastern com- 
panies are the ones accused, let us ex- 
amine the situation in that part of the 
country. New York, New Jersey, Penn- 
sylvania, New Hampshire and Massa- 
chusetts have definite requirements pre- 
scribing the classes of stocks, bonds and 
other investments into which fire in- 
surance companies domiciled there may 
put their funds. In Delaware such regu- 
lation is at the discretion of the Insurance 
Commissioner, and in Maine and Ver- 
mont the classes of investments are lim- 
ited to those permitted to savings banks. 
Only in Connecticut and Rhode Island is 
there an absence of legislation on this 
subject, while the companies therein, and 
named in the Missouri attacks, are some 
of those which have been operating for 
fifty years or longer. In other words, in 
eight of the Eastern States it would be 
practically impossible for the fire in- 
surance companies to make illegal invest- 
ments, and in the remaining two the 
reputation of the companies, the length 
of time during which they have been of 
service to the public and the fact that 
they would practically ruin their business 
by any such steps make a move of this 
kind on their part The 
Missouri cry of “You did, you did, you 
know you did!” can be readily heard but 


unthinkable. 


the substantiating proof is not visible. 


5 





HAT conditions in the mutual auto- 

mobile and participating workmen’s 
compensation insurance fields are none 
too satisfactory is indicated by the results 
of two recent examinations of such com- 
panies summarized in other columns in 
this issue of THE After 
studying the examination reports, the man 
on the street would be likely to say, 
“These types of insurance may be ac- 


SPECTATOR. 


cepted by others, but, as for me, I prefer 
to take my chances with strong and re- 
liable stock companies and let them make 
a reasonable profit on my business, if they 
can.” The two 
referred to throw some interesting side- 


examination reports 


lights on the methods used in conducting 
companies of the classes mentioned. 





Kansas Suit to Be Decided Soon 

ToreKA, Kan., July 30.—The Kansas fire in- 
surance rating suit has finally been submitted 
to the Shawnee county district court on the 
motion of the fire companies to dissolve the 
insurance department rate order. The fire com- 
panies filed a brief at the time the motion was 
argued. Then the State took two weeks to 
file its brief and now two additional briefs 
have been filed with the court by the fire com- 
panies. All of the briefs are quite long and 
it may take some time for the judge to study 
them and determine upon his decision. It was 
announced that the judge would not go on his 
vacation until he had made his ruling on the 
motion. The fire companies assert that the 
rate order is ineffective, as it was illegally made 
and attempted to regulate some rates on insur- 
ance lines over which the department has no 
jurisdiction. It is also contended that the de- 
partment has no right to fix rates but can 
only declare that the rates fixed by the com- 
panies are too high or too ‘low and order 
changes made by the companies. 


Pending Legislation in Alabama 

BIRMINGHAM, ALA., July 30.—The committee 
on insurance banking of the Alabaina Legisla- 
ture has given a favorable report on the bill of 
Representative Rountree providing for the 
licensing and examination of insurance agents 
in Alabama. The terms of the bill are aimed 
to protect the policyholder by requiring agents 
to satisfy the State Commissioner of Insurance 
as to the reliability of themselves and the com- 
pany they represent. 

The same committee postponed action on an- - 
other bill by Representative Rountree creating 
the State bureau of insurance and taking the 
administration of the State compensation act 
out of the hands of the department of archives 
and history. Opposition to the change in the 
administration of the compensation act caused 
postponement. Frank N. Julian, State Insurance 
Commissioner, appeared before the committee 
in favor of the new insurance department. 
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Scipio Scattered Carthage 
In African Sands 


CIPIO Africanus! There’s another ter- 

rible name. However, Scipio was a 
Roman who picked up a boy on his travels, 
loved him as his own, and had his son adopt 
him. Incidentally Scipio Africanus was so 
pleased with himself that he insisted on his 
adopted grandson being tagged with the same 
euphonious title and name, thus making 
“Scipio, the Elder’’ and “Scipio, the Younger.” 
After chasing Hannibal all over Italy, Old 
Scipio, dying, directed his grandson to make 
the overthrow of Carthage his sole ambition. 
This the younger Scipio promised. 


"agent twelve years later he fixed up a 
navy of ten or twelve thousand ships 

that’s exactly the numerical strength of navies 
in those times—and landed his army near 
Hannibal’s stronghold. The ancient Cartha- 
ginian was slipping and hid behind his own 


STRENGTH OF’ 
CHBRALTAR.” 





walls. Scipio proceeded to do about every- 
thing that could be done to Carthage. He 
bombarded it beautifully. Then he sacked it 
and then he burned it. Still not satisfied, he 
scattered it in the African sands. He simply 
made it a lost city, and it has been lost ever 
since. 


HILE all this was going on Hannibal 
sent out word ‘“‘Be merciful, Scipio, be 
merciful.”’ Towards this cry-baby attitude 
Scipio felt a just resentment. His courier 
returned with the reply, ‘Protect yourself, 
Hannibal, protect yourself, for I am coming.” 
The whole story of Scipio is in that one 
sentence. ‘Protect yourself, for Iam coming.” 
Death, too, sings that song into every man’s 
ear. Death should not be feared. But it is 
a fear to the man who has been negligent of 
the future. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 








GREAT WESTERN TO 
WRITE LIFE 





lowa Accident Company Will Haye 
Full Complement of Policies 





HAS COUNTRY-WIDE BUSINESS 





Site for New Home Office Secured in Des 
Moines in Business Center 


Des Mornes, Iowa, July 28.—The Great 
Western Insurance Company has everything jp 
readiness for the inauguration of a regular life 
insurance department, with a full complement 
of policies usual with old-line companies. This 
new system will be installed early in August, 
For a number of months the company hag 
been working with the best actuaries in the 
United States so as to be sure of adequate 
up-to-the-minute 
These policies have been O. K.'d by 


rates and the last word in 
policies. 
the various insurance departments, where the 
company is to do a life business, and by August 
1 the agents will have their rate books and be 
The company already has a 
large force of health and accident agents, who 
will be trained to write life insurance as well 
and new special life men will be added from 


” 


ready to “go. 


time to time. 

The company is easily a quarter of a century 
old and has been under the same management 
from its inception. It does business from New 
York to California in the healthy Northern 
States. 
ing claims equaled by any mid-western old- 
It has for a long time been the 
health and company 
in Iowa, and has taken over a number of smal! 


It has a growth and a record for pay- 


line company. 


largest old-line accident 


companies. It has always been conservatively 
managed, has never lacked for capital and sur- 
plus, and now in taking of the life department 
the same safe and sane methods will be con- 
The capital stock of $250,coo is ample 
to meet the requirements of every State in the 
Union and the Iowa Compulsory Deposit Law 
adds the necessary safety that every old-line 


tinued 


company has that is chartered under its laws. 

A home office site on Grand avenue, the main 
boulevard running through the city, has recently 
where office 
building will he erected to house both depart 
The company long since passed the one 


been secured, eventually a fine 
ments. 
hundred thousand claim payment mark, and is 
paying from one to two thousand claims each 
month. From its large clientele of well satis- 
fied claimants, it hopes to secure its share of 
life business, although the health and accident 
business, with which it has so long been suc- 
cessful, will be pushed and continued as its 
leading department. 


Merchants Casualty Capital Increase 

At a special session of the Manitoba Legis- 
lature held on July 25, the Merchants Casualty 
Company secured an amendment to its charter 
providing for the location of the head office at 
Waterloo, Ont., and increasing the authorized 
capital from $500,000 to $2,000,000. 
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WILL CHANGE TO STOCK 
COMPANY 


Great American of Mansfield to Have 
$250,000 Capital 


FAST-GROWING ORGANIZATION 


Ohio Mutual Will Also Have Surplus Equal 
to Capital—Writes Plate Glass, Auto- 
mobile and Accident and Health 
Lines 
The Great American Mutual Indemnity Com- 
pany of Mansfield, Ohio, after five years of 
successful operation as a mutual company, has 
completed necessary arrangements to reorgan- 
ize as a stock company. It will be known as 
the Great American Indemnity Company and 
will have a paid-up capital of $250,000, with a 

surplus of like amount. 

The larger portion of the stock will be ab- 
sorbed by the officers, employees and agents of 
the company. Over 300 of the company’s 400 
agents met at Put-in-Bay recently and sub- 
scribed to nearly half the issue. The company 
has over 60,000 policyholders, who are also ex- 
pected to absorb some of the stock. 

The reorganized company will have assets 
of over $1,200,coo. At present its writings are 
at the rate of $1,500,000 per year and it is 
planned to further extend the territory of the 
company and thus increase its business. The 
officers of the company are F. B. Black, presi- 
dent: W. B. 


R. Endly, secretary and general manager. 


Martin, vice-president; Henry 


MASSACHUSETTS BONDING APPOINT- 
MENTS 
J. E. Cosgrove Will Superintend Commer- 
cial Accident and Health Lines 

The Massachusetts Bonding and Insurance 
Company fannounces the appointment of J. E. 
Cosgrove as superintendent of the commercial 
department of the company’s accident and health 
lines. 

Mr. Cosgrove brings with him a thoroughly 
rounded out experience of many years in all 
phases of the accident and health business. He 
has traveled the country extensively and enjoys 
a large acquaintance throughout the field among 
men who are in the business in a large way. 
He possesses a pleasing personality and a broad 
knowledge of insurance affairs, and his work 
in the field has given him a thorough under- 
standing and a keen appreciation of the diffi- 
culties and problems confronting the fieldman. 
He has just resigned a connection of several 
years with the accident and health department 
of the Maryland Casualty Company to take up 
his association with this company. 

\Ir. Cosgrove’s appointment is effective imme- 
diately. He has already begun upon his duties 
and is now ready and anxious to be of every 
assistance possible in enabling the company’s 
agents to more effectively and profitably follow 
up their opportunities for developing commer- 
cial accident and health business. 

It is the candid belief of Vice-President J. 
Patterson that the opportunities for the up- 


building of a profitable volume of commercial 
accident and health business were never more 
inviting than they are at the present time and 
he anticipates that the remaining months of 
nineteen twenty-three will present bigger than 
ever inducements to the agressive fieldman for 
still more intensive specializing in these lines. 


OFFER AUTO INSURANCE AT REDUCED 
RATES 
St. Louis Agency Promises Extraordinary 

Service to Automobile Club Members 

St. Loeurs, Mo., July 30—The Myers & 
Wending Insurance Agency Company of St. 
Louis on July 18 started an active canvass of 
members of the Automobile Club of Missouri, 
soliciting them to take out insurance with that 
agency in the National Union of Pittsburgh and 
Lleyds of London. 

In a circular letter to the aatomobile club 
members the agency promised them a 20 per 
cent reduction in rates and prompt settlement 
of all claims and other “service” which, the let- 
ter stated, is not ordinarily experienced. Un- 
der the Myers & Wendling plan the fire and 
theft insurance will be placed with the Na- 
tional Union on a reducing liability basis, while 
Lloyds will carry the property damage, collision 
and personal liability coverage. 

‘he announcement that such a contract had 
been signed with the Automobile Club created 
quite a stir in St. Louis insurance circles and 
the indications were that a rate-war might re- 
sult. However, consensus of opinion is that, 
while some rival companies may issue a re- 
ducing-liabilitvy supplement to their fire and 
theft insurance policies, the Lloyds of London 
competition will be met strictly on its merits. 


American Surety’s Ball Team Victorious 
The American Surety Company's baseball 
team defeated the National Surety Company's 
team to the tune of 32 to 1 in the first game 
of a series of three played on Diamond 1, 
Parade Grounds, Prospect Park, Brooklyn, on 
Thursday, July 26. In the first inning it looked 
as if it would be a very close game, as both 
sides retired in order. In the second, however, 
the American Surety players found the range 
and could not be stopped for the balance of the 
game. Fallon, the home-run king, continued on 
his batting rampage. getting three hits out of 
four times at bat. Packard, who pitched for 
the American, was in rare form, recording 
seven strike-outs and retired the National in 


order mm the fifth inning. 


Golf Caddies Entitled to Compensation in 
Utah 

Satt Lake City, Utan, July 30.—Golf cad- 
dies, says Attorney General of Utah H. H. 
Cluff, are entitled to the benefits of the State 
workmen's compensation law and clubs pro- 
viding caddies for their members are asked to 
secure insurance accordingly. Mr. Cluff holds 
that members as individuals are not employers 
of the caddies, as the clubs hire them and have 
authority to discharge them. 


7 


INTER-STATE AGENTS MEET 
Representatives of Des Moines Accident 
Association Hold Inspiring Session 
An agency meeting was held last week by 
the Inter-State Business Mens Accident Asso- 
ciation at the home office in Des Moines, which 
was attended by over two hundred of the com- 
pany’s representatives. The program was di- 

vided between business and entertainment. 

Great interest was aroused in a prize contest 
on “How I Sell Inter-State Policies,” it having 
been won by H. S. McGuire of Pueblo, Colo. 
A very interesting discussion took place on the 
subject. “Painting the Horrors of Disability 
and Poverty. or Plain Business Sense and 
Reasoning—Which Is the Best for Selling 
Health and Accident Insurance ?” 

The meeting was held in “Tip-top,” the 
bungalow home of Secretary-Treasurer Ernest 
W. Brown, atop the Brown hotel. 


To Establish Regional Compensation 
Rating Bureau in Alabama 

BIRMINGHAM, Ata., July 30—Definite an- 
nouncement has been made that a regional com- 
pensation, rating and inspection bureau will be 
established in Birmingham by L. M. Muaro, 
manager of the Alabama bureau. Headquarters 
will be in the Chamber of Commerce building 
and E. E. 
nessee bureau, will be regional manager. The 


Gould, present manager of the Ten- 


Alabama branch bureau at Montgomery will be 
closed and the regional bureau will comprise 
the five States of Kentucky, Louisiana, Tennes- 
see, Alabama and Georgia. 


American Central in New Location 

St. Lovrs, Mo., July 30—The American 
Central Insurance Company has leased for the 
term of fifteen years fifty-six rooms, the en 
tire seventh floor of the new Planters Build- 
ing, on the west side of Fourth street, between 
Pine and Chestnut streets. Great care is to be 
given to the arrangement of the space, with the 
idea in mind of securing the most efficient 
possible service from the employees. 
Edris Service Corp. Has Jordan’s Records 


[To the Editor of THe Spectataor] 





It has come to our attention that a number of the 
insurance companies have received a letter from a 
concern in Chicago stating that they had purchased 
the records of the Jordan Reporting Company. 

This is very misleading, and is not a statement of 
fact. as all the records of the Jordan Reporting Com 
pany are now in possession of this corporation, and 
since the Jordan Reporting Company has dissolved. 
we took over all their records throughout the country, 
and we are conducting our insurance reporting busi 
ness on the same, if not better, basis as existed under 
‘e old corporation. 

We would appreciate it if you would give this letter 
space in your next issue, as we feel that the insur 
ance companies would be very much interested in 
knowing the true facts. 

THE EDRIS SERVICE CORPORATION, 
W. P. Epris, President. 
New York, July 26 


-~\fter a continuous service of almost twenty years 
in various capacities for the Life Insurance Company 
of Virginia, J. W. Bolan died at Anderson, S. C., on 
July 23. At the time of his death Mr. Bolan was 


manager of the Anderson district 
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QUALIFICATIONS 


OF AN ACCEPTABLE REINSURER 
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Knowledge of the direct underwriting 
of the classes covered. 


Experience in REINSURANCE under- 
writing. 

Broad territorial scope. 

Unquestioned integrity. 

Liberal terms. 

Equitable rates. 

Ample financial strength. 


These are the qualifications which enter into our 
Service to American Casualty Companies. 


Employers Indemnity 
Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 

















CHICAGO NEW YORK 
Jack Woodhead Baird & Co., Ine. 


Insurance Exchange 50 Pine Street 
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WORLD MUTUAL EXAMINATION 


New York Company Was Organized to 
Write Taxicab Business 

The World Mutual 
Company of New 
1922, was examined by the New York Insurance 
At that 
date the company had net admitted assets of 
$256,530 and total liabilities of $208,160, leav- 
ing it a surplus of $48,370. It has unadmitted 
of which $8710 represents 


Automobile Casualty 


York, organized June 2, 


Department as of December 31, 1922. 


assets of $13,303, 
premiums uncollected on policies effective prior 
to October T. 
assets column is $170,315, representing gross 


The largest single item in the 


premiums in the course of collection on policies 
affective subsequent to October 1. The total 
net premium income of the company from 
organization to date of examination is given 
as $401,738. The company had bonds valued at 
$6964 and cash amounting to $62,977. Another 
item listed as an asset under section 341 of the 
insurance law was $24,008, due from Quinn 
& Quinn, Ine., general agents of the com- 
pany, as part of a loan made by Quinn & Quinn 
to the company. 

Under the liabilities column a reserve of 
$106,413 is set up to cover outstanding losses 
m personal liability, and $21,443 for property 
‘damage losses. The unearned premium reserve, 
calculated according to section 344 of the New 
York insurance law, is $69,642. Total liabilities 
are found to be $208,160, leaving a surplus of 
$48,370. 

The company had paid up to December 3r1, 
1922, losses of $24,718 and its adjustment ex- 
penses were $14,879. The general agents, Quinn 
& Quinn, had received $56,434 as commissions. 
The company disbursed $26,201 as salaries to 
ficers and employees and $27,126 for adver- 
tising. 

The examiner found that the company has 
over 200 suits pending involving personal in- 
Jury cases, and also 300 claims and notices of 
accidents pending; 127 claims on personal in- 
iury had been settled at the date of examina- 
tion: 747 claims for property damage were 
found, and the examiner estimated that $21,- 


143 would become payable on them. 


The officers of Quinn & Quinn, Inc., are 
Wil- 
Quinn is president, William Duggan, 
vice-president; Edmund S. Quinn, secretary; 
George Buchanan, treasurer; J. R. Upton, gen- 


also officers of the insurance company. 
liam F, 


‘ral manager, and Sampson Selig, counsel. 
Quinn & Quinn originally contracted with the 
company to become liable for premiums earned 
on policies canceled within the calendar month 
following that in which such canceled policies 
took effect. This contract was subsequently 
canceled in favor of a new contract, which re- 
lieved Quinn & Quinn of the responsibility of 
collecting earned premiums on policies canceled. 
found that $87,590 had been 
charged off as earned and uncollected premiums 
on canceled policies, stating that “under the 
mended contract the company must make the 
collection of the said amount and bear the loss 
for any portion of the same which is uncol- 
lectible.” 


The examiners 


The salient fact about this examination seems 


to be that of a income of 


total premium 
$401,738, the sum of $170,315 was listed as in 
the course of which amount is 


periodically equal to the reserves for losses and 


collection, 
unearned premiums. The actual cash available 
assets of the company as of the date of 
examination $70,941 to which 


may be added the loan from Quinn & Quinn, 


appear to be 


which, the examiners say, was paid subsequent 
to the date of examination. As against total 
losses paid of $24,718, the adjustment expenses 
were $14,879. 


BANK ENDORSEMENT 


Clause Attached to Policies of Manu- 
facturers Liability Is Criticized 


DIVIDEND PAYMENTS QUESTIONED 
AND ANALYZED 


Examiners for New Jersey and New York 
Make Interesting Comments 

The net result of an examination of the 

Manufacturers Liability Insurance Company of 

Jersey City by the New Jersey and New York 

insurance departments is a decrease in net 

surplus of $170,721, as of December 31, 1922. 


THE 


SPECTATOR in May, but interest is reawakened 


This examination was referred to in 
in it because it has now been reprinted and 
published in full by the Casualty Underwriters 
New Nine different 
items contribute to this net alteration in sur- 


\ssociation of Jersey. 
plus, but the principal gain in surplus was due 
to the elimination of the reserve of $175,000 
formerly carried for contingencies, while the 
chief items decreasing surplus were market 
increase in reserve for 


unpaid liability and compensation claims, $114,- 


value of stock, $12,822: 


343: a reserve for returns to policyholders, $40,- 
oco, and reserve for income tax, $185,000. 

The Manufacturers has shown exceptional 
liberality to some of its policyholders, those 
holding compensation policies (except in Con- 
necticut and Massachusetts) being privileged 
to call upon the company to deposit the amount 
of any claim or claims in a bank or trust com- 
pany, subject to withdrawal on joint signature 
of company and insured; and in at least one 
case the company agreed, in event of insol- 
vency and the appointment of a liquidator, to 
permit the withdrawal of funds upon the 
assured’s sole signature, with proper evidence 
to the bank of such expenditure by the assured ; 
and it further appointed the treasurer of the 
assured as the company’s attorney-in-fact to 
carry out such provision. What could be more 
liberal? However, this arrangement will doubt- 
less prove interesting to policyholders 
not so liberally and trustfully treated. The 
examiners recommended that the use of the 
so-called “bank endorsement” be prohibited. 


very 


It also appears from the examiners’ report 
that policyholders dividends 
which should not have been paid. The New 
Jersey department approved the payment of 
1714 per cent dividends on policies expiring in 
1920 and 1921, if such payments did not re- 
duce the company's surplus below 25 per cent 


have received 


Y 


of its capital. As to this the report says: 

If adequate reserves for liabilities had been 
included in the company’s statements the re- 
striction imposed could not have been com- 
plied with, and therefore dividends were paid 
to policyholders contrary to the above approval. 

The examiners further criticize the author- 
ization of later dividends of 17% per cent, 
“without reference to actual earnings,” saying: 

Irom information now available it would ap- 
pear that the above payments of a flat 17% 
per cent on all of the expirations referred to 
was unwarranted and in excess of the entire 
profits in connection with the policies involved. 
In view of the non-payment of dividends on 
expirations after August, 1921, the overpay- 
ment on previous expirations would seem to 
constitute discrimination and might be con- 
sidered as rebates. 

The report recommends that the company 
be instructed to take immediate steps to deter- 
mine what profits, if any, have accrued upon 
expirations which have not yet received any 
participating dividend. It also advises that 
“dividends to stockholders should be deferred 
until the contingency in connection with profit- 
sharing agreements on policies now expired has 
been fully adjusted and provision made for 
the payment of dividends thereon, if any are 
developed.” 

Judging from the report of the official 
examiners, it looks as though the directors 
of the company had allowed their laudable 
ambition to pay 1714 per cent dividends to pol- 
icyholders to lead them into the declaration of 
such dividends without knowing whether or not 
they were earned; and they seem to have, in 
this way, borrowed from the future and thus 
have impaired the prospects of dividends for 
holders of policies of later expiration dates. 
Apparently a company can be too liberal. 





TO COMBINE ELECTRICAL CODES 
Standards Committee Will Give Attention 
to Best Methods for Co-ordination 
The American Engineering Standards Com- 
mittee announces the appointment by its chair- 
man, A. W. Whitney, of a committee to arrange 
for a thoroughly representative conference to 
decide whether there shall be formulated, under 
the auspices and procedure of the American 
Engineering Standards Committee, a combined 
electrical fire and safety code. The committee 
will also make a careful study of the general 
situation with respect to such a code, and will 
outline and propose some forr of policy for 
At pres- 
ent, two separate codes are in force: a “Na- 
tional Electrical Code,” prescribes 
methods of wiring, fixture, and machine in- 
stallation with respect to fire hazard; and a 
“National Electrical Safety Code,” which deals 
Since 


the consideration of the conference. 


which 


primarily with the personal hazards. 
both provide guides for materials and methods 
of electrical construction, it is clear that either 
co-ordination or combination of the codes is a 
desideratum. Which method is best suited to 
the circumstances of the case is the question 
now under consideration. 

The proposed formal conference to consider 
the formulation of the code, will not be called 
until some time after October, 1923. 

The members of the committee arranging for 
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HOME OFFICE NEW YORK 


CASUALTY INSURANCE 
FIDELITY AND SURETY BONDS 


There is one type of multiple line insurance man capable 
of forging ahead irresistibly. He is the man who, having 
mastered his own business, succeeds in a study of other 
men and other men’s business, thereby creating Demand 
for the Supply he represents. 

The Royal Indemnity Adviser. 











SOUND, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE 
INSURANCE CoO. 


\MANCHESTER, N. H.$, 


NS AZ 





\ FIFTY-THIRD 
PROGRESSIVE ANNUAL STATEMENT 
January 1.1925 | 


CASH CAPITAL $ 2,000.000.00 
ASSETS 11,294,752 .93 
LIABILITIES Except Capital 5.856.561 .84 
SURPLUS TO POLICYHOLDERS 5.398.190 .69 
































A REAL HELP FOR EVERY AGENT 


THE 


AGENTS KEY 
FIRE INSURANCE 


By Robert P. Barbour 


THIRD EDITION 
THOROUGHLY REVISED 
GREATLY ENLARGED 


This valuable work contains a wealth of informa- 
tion for the agent. 

A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
from its pages much to aid him in his work. 


THE AGENTS KEY TO FIRE INSURANCE 
contains 456 pages, and is handsomely bound 


Write for circular showing new information given in this new edition, 


PRICE, $3.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 











NOW READY 
Greater New York Field Annual 


and 


Insurance Directory 


ONTAINING a complete list of licensed agents 

and company brokers; giving name, address, com- 
panies represented, etc., in Greater New York (Boroughs 
of Manhattan, Brooklyn and Bronx; Counties of Nassau, 
Putnam, Queens, Richmond, Rockland, Suffolk and 
Westchester). 
New York is the Insurance Metropolis of the United States, 
if not the world, and a directory of its interests—Com- 
panies, Agents and Brokers (the latter licensed for in- 
dividual companies) is of first importance everywhere. 





No company executive, general agent, or local agent, 
wherever located, should be without a copy. 





THE INSURANCE FIELD CO. 
Incorporated 
P. 0. Box 617, Louisville, Ky. 
Send me a copy of the GREATER NEW YORK FIELD 
ANNUAL AND INSURANCE DIRECTORY. Enclosed find check 
for $5.00 to cover cost. 


DNQERO) «5505 /are sae scre S'6sicwinw a wie wip ia ein ees Hara lo nla ie We wlee cama aienOS 
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COMMONWEALTH 

CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 























SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1922 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets..... $6,847,520 
a eer eee 1,000,000 
Is ico nxcnnes 575,698 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 





the conference are: David Van Schaack, Atna 
Life Insurance Company; Cyril Ainsworth, 
Penn, Dept. of Labor and Industry; F. O. 
Evertz, Ohio Inspection Bureau; F. M. Feiker, 
Society for Electrical Development; H. W. 
Forster, Independent Bureau; S. J. Williams, 
National Safety Council. 


Lucas & Dake Company Again Enlarging 

The Lucas & Dake Company, general agent 
for the A=tna affiliated companies at Rochester, 
New York, has announced that it will relinquish 
the supervisory duties pertaining to agents’ and 
brokers’ business in connection with its repre- 
sentation of those companies. The move will 
become effective September 1. The growth of 
the direct personal business has been such as 
to render the new step advisable in order that 
the members may be free to devote their time 
to its management. 

The Lucas & Dake Company will continue 
as general agent for the A°tna and affiliated 
companies, but service facilities for agents and 
brokers will be provided through a Rochester 
branch office of the AZtna companies which will 
be opened September 1 in the A&tna building. 
This agency was appointed general agent for 
the AEtna ten years ago, with offices in the 
Dake building in Rochester, but it shortly be- 
came necessary to enlarge the office space and 
the company then rented an entire floor in the 
Dake building. Further expansion made neces- 
sary the purchase of the Trust building, whose 
name was changed to the AZtna building, and 
which is now the home of the agency. 


Possibility of Agents’ Qualification Law in 
Iowa 

Des Mornes, Iowa, July 28.—In view of the 
friction in Des Moines between adherents of 
the Bureau and the Union, a prominent insur- 
ance man who represents companies affiliated 
with both organizations gives it as his opinion 
that the special session of the legislature early 
in the coming winter will be asked to provide 
a law that will require an “intelligence stand- 
ard” that shall govern all applicants for agents’ 
licenses. He contends that insurance is a great 
business enterprise; that millions are involved 
and both the companies and the policyholders 
are entitled to intelligent and efficient service. 
This agent points to conditions in Des Moines 


where general agencies have commissioned 
contractors, carpenters, janitors, street car con- 
ductors, mail carriers, and various and sundry 
others to write insurance. He contends that 
with the erection of 1000 new residences in 
Des Moines and several great business struc- 
tures, insurance on three-fourths of them has 
been written by the contractor, the real estate 
agent or the janitor. These men are not sup- 
posed to know anything about the details of the 
insurance business, nor can they intelligently 
inform the applicant for insurance of his rights 
and obligations. An agent should be familiar 
with all of the details of the business, the man 
contends, and for this reason he believes that 
a law should be passed that will fix a standard. 


A General Agent on Salaries 

A recent paragraph in THe Spectator, relat- 
ing to the proposed general increase in salaries 
of bank clerks in New York, and which in- 
dicated that there might be a reflex influence 
upon insurance office salaries, has brought out 
a statement on behalf of general and local 
agents in the Metropolitan district. A promi- 
nent general agent says: 


The rates are the same as prior to the war: 
the overriding commission of the agents is the 
same as then, with no increase whatsover. 
Salaries have increased from 30 to 4o per cent 
—possibly more—over pre-war level, and this 
makes the raising of salaries by agents or gen- 
eral agents an impossibility, many agents hav- 
ing extreme difficulty now in meeting their ex- 
penses. 

You might state or argue that we are getting 
a larger volume of business. It is true that 
the volume is somewhat larger, but this has 
caused us to take on additional help with sala- 
ries at a higher cost ratio and with the same 
overriding commission and the same rates as 
heretofore. It not done, we could not handle 
the volume. We would suggest that in your 
next issue you present this side of the question 
and show how the local agents need more over- 
riding commission on account of increased ex- 
penses. 

Old New York Standard Form Required 

in Louisiana 

The old New York Standard form of fire 
insurance policy, which has been in use in 
Louisiana for a quarter-century under Act 105 
of 1808, is still the form legally required to be 
used in Louisiana, according to a recent opinion 
of the attorney general of that State. 














INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘All Kinds of Insurance 
on Automobiles’’ 
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NOW READY 





DISTRIBUTION BY STATES 


OF FIRE INSURANCE 
IN THE UNITED STATES 


1923 EDITION 


Shows the premiums and losses for 1922 
SEGREGATED as to class of business for 


EACH STATE and in CANADA 


in the following divisions 


Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance 
Total Business (All Classes) 


The statistics relating to Fire Insurance and Total 
Business are subdivided according to classes of com- 
panies as follows: 


STOCK COMPANIES 
MUTUAL COMPANIES 
LLOYDS and INTER=INSURERS 


Totals for 1922 and when possible for four previous 
years follow each division in each State’s record. 
There are also given two 


IMPORTANT RECAPITULATION TABLES, 
ONE COVERING BUSINESS OF 1922 


while the other summarizes the 


TRANSACTIONS OF 38 YEARS 


This valuable book is handsomely bound in leather, 
and should find a place on the desk or in the bag of 
every managing underwriter and special agent. 


PRICE, $20. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Pages 
UNITED STATES BRANCH 
110 William Street, New York 


Horatio N. Kelsey, Manager 











“WHAT YOU ARE 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE NEW AGENT RIGHT 
AND 


SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 


JUST THE INFORMATION THE NEW AGENT NEEDS 
and prepares him for 


FIELD WORK AND MORE ADVANCED STUDY 


PRICES: 
Sample copy 50 cents 
E2CGDICS. 6 o500-55 $5.00 100 Copies...... $25.00 
25 Copies.......... 9.00 500 Copies...... 100.00 
50 Copies.......... 15.00 1000 Copies...... 175.00 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











FIRE AUTOMOBILE MARINE 


mt AMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


’ NORFOLK, VIRGINIA 


Address: Home Office Fer Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGEA. MORIN, 


President Vice-Pres. and Managing Under. 
Secretary Fire Dept. { 
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NOTABLE PROMOTIONS 


American and American 
ance Directors Act 


RECOGNIZE FAITHFUL SERVICE 


Great Alli= 





Appoint A. P. Phillips, William Koop and 
Edwin M. Cragin Vice-Presidents— 
George E. Krech Made Joint Sec- 
retary—Charles C. Dominge 
Assistant Secretary 
Important changes occurred last week in the 


executive staffs of the Great American and 


American Alliance Insurance companies when 
the board of directors met. The rapid develop- 


ment in the size of the companies and the scope 


SPECTATOR Fire Insurance 
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hn Hancock made the signature famous }¥ 
by signing the DECLARATION OF INDEPENDENCE B 
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*s a Househo ord by the LiFe INSURANCE COMPANY 36 
id Chartered in 1862, in SIXTY-ONE YEARS it has grown to be the & 
4 LARGEST FIDUCIARY INSTITUTION IN NEW ENGLAND %) 
i An Endowment or Income-for-Life Policy is the Policyholder’s 
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of their activities made an enlarged official per- 








sonnel necessary and the men chosen to fill 
the new positions were picked for ability and 
long and faithful service. 

The directors created four new vice-presi- 
dents and a secretary in the American Alliance. 
This company formerly had no vice-presidents, 
but. following the action of the directors, the 
official staff is now made up of a president, 
four vice-presidents and two secretaries. Jesse 
Ff, White is one of the vice-presidents, Edward 
M. Cragin, former secretary, was made vice- 
president and secretary; Alexander R. Phillips, 
former assistant secretary, is the third, and the 
fourth vice-president named was William H. 
Koop. George E. Krech, former assistant secre- 
tary of the Great American, was made secre 
tary for both that company and the American 
Alliance. 

The promotions made in the staff of the 
dward M. 
Cragin, who has been secretary, becomes vice- 


Great American are as follows: 
president and secretary; Alexander R. Phillips, 
former secretary, to be vice-president ; William 
H. Koop, assistant secretary, to be vice-presi- 
dent 
Charles C. 
York city 


secretary in line with the company’s policy of 





and George FE. Krech to be secretary. 


New 


office, was appointed an assistant 


Dominge, manager of the 


recognizing service. Mr. Dominge has been 
with the Great American for fifteen years, hav- 
ing started on schedule work, then becoming 
chief inspector and finally manager of the city 
department, from which he goes to his new 
Previous to com- 


post of assistant secretary. 
ing with the Great American he had been with 
the New York Fire Insurance Exchange for 


years and is one of the most experienced 
Mr. Dominge is co-author with 
he Great American, 


“Fire 


‘nin the city. 
Wi. ©: 
of the well-known and useful volume 


Lincoln, also of t 
Insurance Inspection and Underwriting,” pub- 


lished by The Spectator Company. 


NEWF MISSOURI RATE CUT 
HELD UP 


Superintendent Ben C. Hyde Calls Off 
Hearing Because of Injunction 
CONSTITUTIONALITY OF LAW 

ATTACKED 


Case to Come Before Courts September 24 
—Companies Want to Await Result 
of Present Court Proceedings 

Sr. Lovuts, Mo., July 31.- 
C. Hyde, Superintendent of Insurance for Mis- 


-Attorneys for Ben 


souri, have asked Circuit Judge Henry West- 
hues of the Cole County Circuit Court at Jeffer- 
son City, Mo., to modify the temporary injunc- 
tion which restrains Mr. Hyde from carrying 
out his plans to put into effect a new reduction 
of 15 per cent in Missouri stock, fire-tornado, 
hail and lightning insurance rates. 

Application for the modification was filed 
Monday, July 30. Judge Westhues has set 
September 24 as the date on which the case was 
to be tried on its merits, and unless Mr. Hyde 
can convince the court to the contrary the in- 
junction will be made permanent on that date. 
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Superintendent Hyde planned a hearing in his 
for July 26, when the 150 companies 
affected were to show cause why his new order 


otnce 


for a 15 per cent cut in rates should not be 
made. He had not fixed the date, pending the 
July 26 hearing. JTlowever, he was forced to 
call the gathering off because of the court in- 
junction. He interprets the temporary injunc- 
tion as preventing conferences with insurance 
officials. 

In obtaining the temporary injunction coun- 
sel for the insurance companies attacked the 
constitutionality of the recently enacted law, 
which gives the Insurance Superintendent power 
to regulate company expenses in fixing rates 
to be charged in Missouri. The petition further 
stated that a new reduction could not be made 
so long as the former cut of 10 per cent, effec- 
tive on November 15, 1922, is the subject of 
court proceedings. 

Judge Westhues’ order has completely tied 
Mr. Hyde’s hands so far as reduction of rates 
is concerned and the companies are safe from 
molestation in that respect, at least for the time 
being. 


WISCONSIN FIRE INSURANCE FUND 
Will Not Hereafter Reinsure in Private 
Companies 

AsHLAND, Wis., July 30—A new policy of 
insuring all State property in the State insur- 
ance fund with a campaign to bring about the 
insurance of more city and county property was 
announced by W. Stanley Smith, State Insur- 


(Continued on page 23) 
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TEN YEARS OF LIFE-SAVING 


EN years ago the Lite Extension Institute was 


| merely an idea. In the opinion of many wise ana 

practical scientific men and life insurance experts, it 
was a chimerical idea. Today it is a successful scientific 
organization run on business principles of efhciency and 
sound service to the public. 


The Institute struggled through a number of years oi 
deficit and strenuous up-hill educational work before its 
message was accepted. It has not “passed the hat” to 
anybody but was carried through its early years of struggle 
by the courage and liberality of the men who founded it. 


The result is a demonstration of the soundness of a 
unique principle in public health work—the principle of 
co-operation and self-support rather than charity. By in- 
ducing life insurance companies to extend through the 
Institute periodic health examination to policyholders, the 
mutual interests of policyholders and companies were served 
and the community at large benefited by the improvemeni 
of public health and the cutting down of the death rate. 
Similarly, by inducing employers of labor to co-operate 
with their employees in arranging for this periddic examina- 
tion and health service, mutual benefits accrued—the em- 
ployer increased the efficiency of his force and the em- 
plovees attained better health and prolongation of life. 
For the individual subscr:ber the Institute has endeavore1l 
to provide an efficient life-lengthening service at the least 
possible cost, but it has nozt introduced the element of 
charity into this service. 


Rapidly the principle of prevention is becoming recog- 
nized, not only for bodily ills but for social ills. 1f some 
of the millions spent upon taking care of human failures 
and life wrecks could be spent in fundamentally corrective 
and preventive work, there would be less call for the 
charitable support of institutions. So far as hospitals and 
other similar institutions are concerned, the cry is always 
for more, more. It is the duty of science to cut down the 
number of hospitals and charitable institutions by reducing 
the number of candidates for them. We say it frankly and 
unreservedly—it is the duty of medical science to cut down 
the need’ for hospital beds, for operating rooms, and for 
the treatment of advanced and hopeless disease that 1s 
within the power of science to prevent. ut there is now 
little need for argument on these points. The message 90! 
life extension has been accepted in principle by the medical 
profession and by the leaders of thought throughout the 
world. Much remains, however, to be done in applying 
this principle, in readjusting the attitude of medical science 
toward human health problems. Preventive work in the 
community has long since been organized and working 
efhciently and steadily progressing. Preventive and ccr 
structive work with the individual is yet in its infancy. 


Lately the Life Extension Institute has been reborn. 
Outgrowing its old home at 25 West 45th Street, it has 
removed to 25 West 43rd Street. in establishing its new 
quarters, the Institute has endeavored to profit by its ten 
years’ experience, by the mistakes it has made, and by the 
study of an immense amount of data relating to the analysis 
of human bodies and human lives. 


The aim of the Institute has been to systematize and 
standardize its work, to put the examination of the human 
body on the basis of efficiency that any engineer would 
demand in the examination and testing of lifeless machines, 
It would be a grave error, however, to imagine that the 
Institute takes a mechanical view of this work. Each 
human life is an individual problem and it is so treated. 
The first endeavor is to get the facts relating to the life 
and body of the individual. This is too frequently neglected 
in the older form of medical cuntact. It is a fine thing 
to sit down and gossip with the family physician and 
have him cheer one up; but too frequently there was 
something missing in this type of contact. And with the 
newer vision of medicine this is being gradually corrected. 
We are no longer seeking to diagnose disease but rather 
to find the physical defects, infections and poisons that are 
the original cause of disease. This can only be done by 
faithful mechanical work, in surveying the body and the 
life of the subject; then the message must be conveyed in 
a way to carry hope and inspiration and induce corrective 
action. 


To those who are still skeptical as to the soundness of 
this method, we have a complete answer and that is the 
mortality experience on the lives examined. Independent 
scientific investigation has shown that in the earliest work 
of the Institute even before it had accumulated the enor- 
mous experience that now guides its policy, there was a 
reduction in the death rate of 28 per cent on the groups 
examined and of 67 per cent among those impaired, the 
largest reduction being among the middle aged group 
which is considered most resistant to such influence. 


The Institute has exam'ned and counselled more than a 
quarter of a million people, but its work has only just 
begun. At the outset two life insurance companies backed 
the idea of the Institute and took its service for their 
policyholders. Twenty companies now take its service and 
there is every probability that in the near future these 
periodic examinations will be given to their policyholders 
by all companies, and even by traternal organizations. 


The Institute has greatly extended its facilities in its new 
Head Office, and profiting by its past struggles and experi- 
ences, looks forward hopefully to another ten years of 
battle with the enemies of human life and happiness. 


The Life Extension Institute at present is providing its Health Services for the policyholders of the following 
companies: Metropolitan Life Insurance Company, Guardian Life Insurance Company, Fort Worth Life Insurance 
Company, Midland Mutual Life Insurance Company, Inter-Southern Life Insurance Company, Southeastern Life Insur- 
ance Company, Union Central Life Insurance Company, Oregon Life Insurance Company, Ontario Equitable Life & 
Accident Insurance Company, Penn Mutual Life Insurance Company, Columbus Mutual Life Insurance Company, Vol- 
unteer State Life Insurance Company, Mutual Life Insurance Company of Canada, Liberty Life Insurance Company, 
Standard Life Insurance Company of America, Midland Insurance Company and Cedar Rapids Life Insurance Company. 


LIFE EXTENSION INSTITUTE, Inc. 
25 West 43rd STREET, NEW YORK 


INFORMATION TELEPHONE VANDERBILT 1494 
VISITORS SEEKING INFORMATION ARE ALWAYS WELCOME 
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HOW TO SELL MORE ORDINARY 
V--What an Agent Should Know About a Prospect 


When an agent has set down a particular 
man as being a prospect for life insurance, it 
is always desirable for the agent to have in 
hand certain information relative to this in- 
dividual before he undertakes to canvass him. 


ESSENTIAL INFORMATION 

Information which I consider absolutely 
essential to the conduct of an intelligent can- 
vass is as follows: 

1. Prospect’s name. 

2, His age. 

3. Number of dependents and their approx- 
imate ages. 

4. Amount of money required annually to 
support these dependents. (This, of course, is 
approximated. ) 

5. Tahe net worth of the prospect’s estate 
if he were to die immediately. 

6. The approximate amount of money the 
prospect can afford to put into life insurance 
annually. 

In addition, it is often desirable for the 
agent to know more than this about a pros- 
pect: but if he has assembled in advance of 
the canvass the information outlined above, he 
is certain at feast to have discovered what the 
prospect’s insurance needs are—and this is of 
primary importance. 

So many agents are brimming over with 
enthusiasm for the general benefits of insur- 
ance that they are able to sell a sizable volume 
of it by sheer force of personality. They know 
that insurance is a good thing for every one, 
that the rich and the poor alike need protec- 
tion, and consequently they put over their sales 
by dealing largely in generalities; if these 
agents would take the trouble to go but a step 
further, and analyze the insurance needs of 
each of their prospects, they could easily double 
the volume of their paid-for business. 


STRESSING THE NEED 

A very successful insurance agent said once, 
in making a talk on closing, that the surest 
way to overcome the prospect’s objections is 
to listen attentively to all of them, then select 
the strongest objection, and answer it. Usually, 
as a result, the prospect capitulates, and it is 
unnecessary to discuss the other objections. 
This statement is true, and it is also true that 
the agent may never have to hear an objec- 


By WiLLt1AM THORNTON 


tion from the prospect, if he will first care- 
fully analyze the prospect’s needs for- insur- 
ance protection, and will present the need in 
making his canvass. 

John Brown, aged thirty, has a wife aged 
twenty-eight, no children; he earns $30 a week, 
is debt free, and has $10co in the savings bank, 
but carries no insurance. 

If Brown were to die, this $1000 would not 
last his wife very long. It is not large enough 
to invest and yield an income sufficient for her 
support. Six per cent would yield $60 an- 
nually, and it would be ridiculous to suppose 
that so small an earning would do any mate- 
rial good. So in canvassing Brown, the agent 
will show him the need for more adequate pro- 


tection for Mrs. Brown. He will stress this. 





This is the fifth article of a series of 
eleven, written especially for THe Spec- 
TATOR, by William Thornton, author of 
“Short Lessons in Life Insurance,” a 
brief but comprehensive textbook for life 
insurance agents, which has just been 
published by The Spectator Company. 











He will paint a vivid word picture of her, left 
alone with only $1000, and the burial expenses 
to be paid out of that. What will become of 
her when the balance is gone? The agent will 
play this up so effectively that Brown cannot 
help vizualizing such a possibility. He will 
want to protect Mrs. Brown, and then the agent 
will show him how he can at once provide the 
maximum amount of life insurance protection 
under a whole life policy. The agent’s pre- 
viously gained knowledge of Brown’s affairs 
enables him to know about how much Brown 
can afford to put into the premium, so he sug- 
gests the right amount of protection before 
Brown has had opportunity to ask any ques- 
tions about the cost. 

And then the agent does not lose track of 
Brown. He keeps in touch with him, and each 
year, as his salary is increased, he presents to 
Brown the opportunity of increasing the pro- 
tection for Mrs. Brown. 

Henry Smith is a young man just out of 
school; he has no dependents, owes no money, 
and earns $100 a month. The agent will tell 
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Henry about the time when he will be an old 
man and will want to retire, or accept the 
alternative of working for a pitiable wage, like 
that poor old, decrepit telegraph messenger who 
just passed through the room. Henry will not 
want to be like that when he is an old man. 
The agent will make the impression sink in 
deeply, then he will explain to Henry an 
endowment policy, maturing when he is sixty 
or sixty-five. The agent knows well enough 
that Henry can well afford to put $10 or $15 
each month into a life insurance policy, and 
he will shape his canvass accordingly. The 
amount of the policy is almost decided upon 
before it occurs to Henry to ask what the 
premium will be. 


Stupy Eacu Case 

It is hoped that these homely illustrations 
will emphasize the importance of the agent 
studying the needs of each of his prospects be- 
fore he undertakes the canvass. A lawyer 
knows thoroughly the statutes bearing on 
homicide, yet he will not dare to go into court 
to defend a man charged with manslaughter 
until he has read all the decisions he can find 
in similar cases. He prepares his case in ad- 
vance. 

The “cold canvass” was spoken of in the 
preceding article as properly being the agent’s 
last resort. The reason for this is now more 
apparent. An agent had better spend his time 
soliciting prospects who are perfect strangers 
to him, and of whose affairs he knows nothing, 
than to hang around the office, or loaf on the 
streets, but he cannot hope for as good results 
from the cold canvass as he can from solicit- 
ing carefully prepared cases, because he has 
to elicit essential information in the course of 
talking to the stranger, he has to be quick to 
discover any need for insurance, as well as 
adroit in finding out from the prospect how 
much he makes and how much he can really 
afford to put into life insurance. 


SuURMOUNTING DIFFICULTIES 
It is difficult sometimes to obtain information 
in advance, yet it is far from being impossible. 
I have previously said that the debit is the 
most fertile field for prospects. By soliciting 
largely from the debit, the agent does not have 
(Continued on page 21) 








Using the Right Tools 


If you were a carpenter, you would not use 


a hammer to bore a hole: if you had a nail to 
drive, you would not do it with an auger. 
You are not a carpenter, you are an insurance 


agent: instead 


of building a house, you are 
huilding a debit. One of the important factors 
entering into your success is the kind of tox 
you use. 

Week after week, you go over the same debit, 
visit the same houses, see the same people. A 
high percentage of your increase comes from 
whom you collect. You 


the families from 


know the characteristics and peculiarities of 
these people, how they differ one from anot 


+ | 


But do you use different lines of approach in 


canvassing them, or is your sales talk invariably 
Why not take 


your knowledge of these people and their cir- 


the same thing? advantage of 
cumstances and make vour work easier as wel 
as more effective? 


Take for example the Thrifty Family, the 





one who lives well within its means, manages 
its household economically, and has money in 
bank. 
family, it is not necessary. 
Fifty cents a week, 


You need not preach savings to this 
Simply show the 
advantages of insurance. 
or two dollars a month put into the bank at 
will amount to only a 


four ner cent interest, 
little over twenty-five dollars at the end of 
The same money used to pay the 
policy would bring a 
It would 
| 


the year. 
weekly premium on a 
much higher return in case of death. 


go much further towards paying doctors’ bi 
and funeral expenses. 

Then there is the Shiftiess Family—the good 
Talk to 


Show the necessity for 


earners and large spenders. them 
about the rainy day. 
putting away a little in times of plenty for the 
adversities which come to everyone sooner 

Sometimes this household will need a 
friend. Money thrown 
good then, but the litie used to pay the pre- 


fund which will b: 


later. 
away won't do any 


miums will provide a 
great help. 

And no debit is without its Hard-Up Famil 
There is the home of small means, where it 
If this is 
true in ordinary times, what will happen whe: 
Your job here is to sug- 


always difficult to make énds meet. 


misfortunes come? 
gest how ten cents, twenty cents, twenty-five 
cents a week can be diverted from something 
else which is not quite so important, and put 
into insurance, which will help the family when 
it most needs help. 

Turning door knob after door knob, and ask- 
ing, “Can I sell you any insurance to-day?” 
is certain to be fruitful of some business. It 
can’t fail, if the agent keeps it up long enough, 
but as one of the company’s leading producers 
said recently, “God has given an insurance 
agent a head and feet: it takes both to make 
a success of the business, but the more an agent 
uses his head, the less he will have to use his 
feet.” 

Intelligent canvassing, using the “right at- 
tack,’ not only lessens the agent’s effort, but 
it gets larger net results. 

—Virginia Ordinary Standard. 
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New Industrial Assurance Act in Great Britain 


(I*rom 


\fter a lengthy interval, during which the in- 


surance offices have been engaged in amply 


demonstrating the beneficial influence’ they 
xpert upon the welfare of the nation, legisla- 
tive activity is again rife. The Industrial 
\ssurance Act, 1923, which was passed (as an 
agreed measure) recently, had long been dis- 
cussed, and was, in fact, expected ever since the 
publication early in 1920 of the report of the 
departmental committee (presided over by Lord 
Sarmoor) on the business of industrial assur- 
societies 24 


ice companies and collecting 


though it by no means follows throughout the 
recommendations of that report. 

In its final form the act is a comprehensive 
measure, extending to forty-six sections, with 
numerous clauses and subclauses; and one of 
its principal results will be to bring collecting 
societies into line with industrial assurance com- 
panies. Speaking generally, its effect will, 
probably, be more pronounced in relation to col- 
lecting societies than it will be as regards the 
large industrial assurance companies—which 
have already brought the business to a high 
state of perfection. 

One important innovation introduced by the 
ict, and which marks a new departure so far 
as British insurance interests are concerned, 
should be noted at the outset, namely, the ap- 
with comprehensive powers and 
Industrial 
sioner—an innovation which is not regarded by 


pointment, 
duties, of an \ssurance Commis- 
the insurance world with very much favor. The 
Chief Registrar of Friendly Societies is the 
authority appointed, and, the departure having 
been decided upon, the selection would seem to 
be entirely appropriate. 

Industrial assurance business is defined as the 
business of effecting assurances upon human 
life, premiums in respect of which are received 
by collectors; but, amongst other exceptions, 
assurances. the premiums in respect of which 
are payable at intervals of two months or 
more, are excluded; and there are certain con- 
cessions with regard to monthly premiums. 

Section 1 limits the carrying on of industria! 
assurance business to a registered friendly so- 
ciety or an assurance company within the mean- 
ing of the Assurance Companies Act, I919, 
which is either registered under the companies 
acts, or the Industrial and Provident Societies 
Acts, 1893 to I913, or incorporated by special 
act. Where, however, an industrial assurance 
company carries on both industrial assurance 
business and other business, nothing in the pres- 
ent act (save as otherwise expressly provided) 
is to apply to any of the business of the com- 
pany other than the industrial assurance busi- 
ness. 

In the case of any collecting society regis- 
tered after December 31, 1895, or of a society 
which becomes a collecting society after the 
passing of the act, the last words in the name 
of the society are to be “collecting society ;” 
and every collecting society is (subject to cer- 
tain modifications) placed under the like 
obligation to deposit and keep deposited the 


16 


Our London Correspondent) 


sum of £20,000 as an industrial assurance com- 


pany. <As regards industrial assurance com 
1 


panies, it is provided that industrial assurance 
business shall for the purposes of the Assur. 
ance Companies Act, 1909, be treated as a sepa- 
rate class of assurance business and, accord. 
ingly, that a separate deposit shall be made in 
respect of that business. 


\ccounts, Returns, VALUATIONS, Etc. 

Important provisions are introduced with re. 
gard to the above. 

For instance, under section 16, the commis. 
sioner, after considering any representations 
made by the society or company affected, may, 
if it appears to him that any account, return 
or balance sheet sent by a collecting society or 
an industrial assurance company in pursuance 
of the Friendly ‘Societies Act, 18906, or the 
Assurance Companies Act, 1900, is in any 
particular incomplete or incorrect, or does ae 
comply with the requirements of the act ap- 
plicable to the case, reject the account, return, 
or balance sheet and give such directions as he 
thinks necessary for the variation thereof. Sec- 
tion 18 gives directions as to valuations, and 
empowers the commissioner, if satisfied, that 
on any valuation the requirements have not 
been complied with, etc., to reject the valuation 
and call for such alteration therein as may he 
necessary to secure compliance with the pro- 
visions. 

Wine Scope 

Amongst other matters, there are more or 
less elaborate sections dealing with the pur- 
poses for which policies may be issued, assur- 
ances on children’s lives, prohibition of iffegal 
policies, provisions to be contained in collect- 
ing societies’ rules and obligation to deliver 
policies and copies of rules, provisions as to 
proposals for policies, forms of policies, for- 
feiture of policies, of policies, 
transfers from one society or company to an- 
other, value of policies, amalgamations, etc. 


substitution 


Co.tectors, Etc. 

Of considerable interest are the provisions as 
to collectors. Thus, section 33 provides that 
(1) a collector of a collecting society or in- 
dustrial assurance company shall not be a mem- 
ber of the committee of management, or in the 
case of a company of the board of directors, 
or hold any other office in the society or com- 
pany except that of superintending collectors 
within a specified area; and (2) a collector or 
superintendent shall not be present at any 
meeting of the society or company. 

Probably of even greater interest is section 
34, which places a restriction on the employ- 
ment of persons to procure new business, and 
reads: “A collecting society or industrial 
assurance company shall not, nor shall any 
person employed by such a society or company, 
employ any person not being a person in the 
regular employment of the society or company 
to procure or endeavor to procure any person 
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The Art of Canvassing 


These suggestions are intended for and ad- 
dressed to beginners. Experts may find many 
of them elementary and uninteresting. Policy- 
holders and intending insurers will find in- 
formation in respect to matters that are sub- 
jects of frequent inquiry. 


A PROFESSION 

Life insurance canvassing—at one time re- 
earded as a casual employment requiring no 
special education, training or aptitude—has be- 
come in public estimation a recognized and 
reputable profession, engaging a high order of 
capabilities and offering as substantial pecuniary 
rewards as the more exclusive though scarcely 
more exacting professions, to all of which it is 
superior in this important and interesting par- 
ticular that, though open to all without diploma, 
license or other discrimination, it is never over- 
crowded. 

Efficient agents are not abundant. Of the 
thousands of eager aspirants attracted every 
year by what seems to the uninitiated an easy 
road to fame and fortune, very few achieve suc- 
cess, These few do not wait for patronage— 
they are in demand everywhere. 

An agent’s natural fitness for this profession 
depends chiefly upon his business qualifications, 
industry, persistence, alertness and a certain 
tact and persuasiveness which are acquired by 
practice, rather than by observation or in- 
struction. It is the art of doing and saying the 
right thing at the right time, in the right way, 
and of discreet suppression when silence is 
golden. 

An agent should be thoroughly familiar with 
everything that concerns his own company, to 
enable him to present its claims attractively, to 
deseribe its plans readily, tersely and clearly, 
and to answer all questions relating to them 
without even temporary hesitation; and an ac- 
quaintance with the plans, rates and history of 
competing companies will facilitate comparison 
of advantages, and may in an emergency be- 
come a convenient weapon for defense. 


Tue Duties 

An agent’s duties are usually well defined and 
necessarily intermediary. The principal parties 
in life insurance, the insurer and the insured, 
cannot conveniently transact their business in 
person, and the agent as the representative of 
the insurer, or company, is employed to bring 
these parties into correspondence and to negoti- 
ate business relations between them. To do this 
effectively requires an intimate acquaintance 
with the parties and especially with the matter 
to be negotiated. Acquaintance with the com- 
pany means such familiarity with its financial 
history, condition and prospects as will enable 
the agent to vindicate its ability to fulfill all its 
obligations as they mature. The amount of 
assets, liabilities, surplus, income, expenditure, 
losses, dividends, insurance in force, insurance 
written and all that concerns or determines the 
financial condition and standing of every com- 
pany is learned by consulting the official re- 
Ports issued every year by the insurance de- 


partments, but a thorough and intimate ac- 
quaintance with the matter to be negotiated is 
not easily acquired. 


PREPARATION 

The various plans of insurance, which are 
really neither numerous nor very diverse; the 
different arrangements for the payment of pre- 
miums, the application of dividends, the accu- 
mulation and distribution of surplus, as well as 
the proper manner of making application for 
are usually fully described in the 
company’s printed instructions, but the com- 
pany cannot and does not undertake to impart 
technical instruction to its representatives, and 
its omission to do so has led many to undervalue 
laudable 
called on 


insurance, 


its importance, except to satisfy a 
curiosity. An agent may never be 
to compute premiums, surrender values or 
annuities, but the consciousness of competence 
in each and every department of his profession 
equips him for every emergency, inspires him 
with contagious confidence and spares him the 
humiliation of detection when extemporizing 


illogical explanations. 


TECHNICAL 

The fundamental principles of life insurance 
and the mathematical processes employed in 
applying them to practical uses may be learned 
from several excellent and inexpensive publica- 
tions which would be much more satisfactory 
and readable if the information they contain 
were expressed in plain arithmetic and the 
common vernacular instead of unexplained 
algebraic formule and symbols. 

A life insurance policy is a contract to pay 
a stm of money in a certain contingency, 
usually the termination of the insured life, but 
sometimes, as in endowments, of its survival 
during a given period. 

If the contingency insured against were sure 
to happen at or within a given time, the only 
sufficient consideration for the risk wotild be the 
present worth of the sum agreed to be paid; 
that is, a premium large enough to accumulate 
at compound interest the sum insured by the 
time it becomes payable; ordinarily it is not 
certain to happen, and a premium that repre- 
sents the probability of its happening is deemed 
an adequate consideration. 


INTERVIEWING 

However well equipped he may be, an agent’s 
first essays are rarely successful. The people 
whom he endeavors to interest do not share his 
enthusiasm; they even decline, more or less 
courteously, to consider the matter. Strangers 
and mere acquaintances plead preoccupation, 
previous engagements or abundant existing in- 
surance, while personal friends, after a few 
derisive jests, prove inaccessible ever after. 

All this is very discouraging until the animus 
is better understood. This snubbing is vicarious 
as to the agent. It is their defensive weapon. 
They have been interviewed by many agents, 
have listened to explanations that did not ex- 
plain, to answers that did not satisfy, and to 
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importunities that could not be repelled without 
rudeness and they desire to escape such inflic- 
tions in future. Many of them are quite as 
eager to receive as the agent is to impart such 
information as will enable them to act as intelli- 
gently in this as in any other equally important 
Knowledge is power and the 
agent whose manner suggests his ability to im- 
part it secures attention and respect. He should 
introduce his business in an open, direct and 
business-like way with all the vigor and clear- 


business matters. 


ness he can employ, and not waste the precious 
opportunity in digressions, but confine himself 
to a plain statement of facts in logical sequence, 
carefully avoiding any overt endeavor to force 
conclusions, for, if the facts are properly ar- 
Whether 
“strike while the iron is hot” er 


ranged, the inferences are inevitable. 
it is wiser to 
“wait for the seed to grow” is a matter for 
nice discrimination, with the odds in favor of 
the latter alternative. 

More risks are lost by indiscreet precipitancy 
than by judicious waiting. Very few men can 
be insured at the first interview, but must be 
seen many times before their application can 
be secured. An agent finds it 
drop in on such men often, and talk them up. 
Unfortunately, there is such a thing as a per- 
sistence which makes itself offensive, but it 
should not be of that nature. A man may be 
canvassed frequently, and yet in such a way 
that he finally yields and gives you his applica- 
tion. A knowledge of human nature and ex- 
perience will give the agent an intuitive percep- 
tion of the workings of his customer’s mind and 
enable him at the right moment to deal with 
him in the right way to secure his application. 
Hasten slowly—a good impression will keep. 

3ut this rule is not of universal application. 
The best present and prospective patrons of 
life insurance are professional and business men 
accustomed to rapid and accurate analysis of 
strictly business propositions, but without time 
or taste for theories and abstractions. They 
carry large policies and are usually well versed 
in the external polity of life insurance. The 
best and ordinarily the only effective way to 
secure their attention is to make a proposal if 
writing, brief, terse and to the point-—such a 
proposal as they entertain for the purchase or 
sale of the wares they deal in; such a proposal 
will be better received if the agent’s manner 
shows that it is not to be supplemented by argu- 
ment, an indifferent “take it or leave it” 
manner, is most effective. In case the proposal 
elicits no comment he should not prolong the 
interview, but if it excites any show of interest 
he must begin his fine work without delay. 


necessary to 


Tact 

The one indispensable factor of success in life 
insurance canvassing is the art, or knack, of 
doing and saying the right thing or nothing, at 
the right time. This, no treatise, however 
elaborate and comprehensive, can impart. It 
is an inborn faculty but, like other natural gifts, 
is susceptible of cultivation. An agent can be 
taught how to present and explain plans of in- 
suring and everything else that pertains to his 
profession, but the nice touch that moves men 








to do his bidding is incommunicable. The 
agent who possesses it in a moderate degree 
can, by study and practice, educate a natural 


aptitude for adaptation to the man, the occa- 


sion and environment, but nothing supplies the 


lack of its magic influence to convert indecision 
into compliance. 
ESSENTIALS OF SUCCESS 
The qualities essential to assured and perma- 
nent success are politeness, honesty and indus- 
try. The canvasser who makes and retains 
friends by geniality and kindness, who wins 
confidence by earnestness and directness, and 
multiplies his opportunities by methodical in- 
dustry builds upon a very solid foundation. 
A good insurance solicitor must be a good 


all-around man. He must firmly believe what 


he talks and he should only talk what he firmly 


believes. To carry conviction to the mind of a 
listener the speaker must be earnest and honest 
I ife insurance has been so often discussed that 
glittering generalities cease to attract and solid 
facts are the only forcible arguments. The 
subject has its sentimental as well as its busi- 
ness features and it is useless to ignore either. 
So long as men insure their lives for the future 
protection of wives and children the sentimental 
has force and cannot be ignored. In talking 
life insurance-much depends on the character 
and surroundings of the man to whom the sub- 
ject is submitted and the matter and manner 
should be adjusted accordingly. There is so 
much to be said in favor of both features that 
the good solicitor need never be at a loss for 
an argument or a home-reaching truth. 

There is never any necessity for stating im- 
probable results. The records of all the com- 
panies are full of wonderful figures in regard 
to this great business and there is no occasion 
for deviating from the solid facts so furnished 
So wonderful are the results that good insur- 
ance needs no stronger argument than a faith- 
ful and veracious statement of what has been 
done by well-managed companies. 

There are a great many “don’ts” in the busi- 
ness of life insurance which the agent who has 
just entered it will do well to ponder. He 
probably will be a good while in getting at some 
of them, unless they are pointed out to him at 
the start, for they lie all along the road of ex- 
perience, and men usually fail to see their full 
force until they have run up against them. 


THE THINGS TO BE AVOIDED 

Never forget that the things to be avoided 
are second only in importance to the things to 
be done. 

Never strike the company for more pay. You 
are certain to get all you earn, perhaps more, 
and you cannot find another business in which 
energy, industry and tact, without capital, can 
be so profitably invested. 

Never assail other companies except in de- 
fense of your own company. Their complianc« 
with the law warrants all of them solvent and 
trustworthy. When occasion arises to discuss 
their plans and advantages, the agent should 
treat them fairly while endeavoring to demon- 
strate the superiority of his own company. 

Never try to do business for two companies 
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A divided allegiance is certain to be embarrass- 
ing and confusing. Fidelity is an exemplary 
virtue. Stick to the company of your choice, 
and when promotion comes it will find you 
in line. 

Never hesitate to solicit insurance because its 
acceptance seems improbable. To attack the 
improbable may produce the unexpected, which 
always happens. 

Never hesitate to interview the wealthy, pros- 
perous and intelligent; they are among the 
best patrons of life insurance and the most 
desirable, for they can best understand and 
appreciate and pay for it. Nor are they in- 
accessible. if what is offered interests them. 

Never introduce yourself or your business 
depreciatingly or apologetically, as if you were 
ashamed of it or afraid of meeting rebuff. Re- 
member always that, next to direct religious 
effort, your mission promises the highest bene- 
fits to society. 

Never permit slurring remarks on your pro- 
It is one of the noblest of callings, 
All good men are 


fession. 
and honors its followers. 
not good agents, but all good agents are good 
men. 

Never, even by implication, suggest the tak- 
ing of a small policy. An application for ten 
thousand dollars is as easily obtained as for 
five, and vour estimate of the applicant’s abil- 
itv to pay for it is likely to be accepted as 
complimentary. 

Never seek to undermine a man’s 
the company he is insured in if he is satisfied 
with his contract and the results under it. It 
is better to add to his insurance by placing him 


faith in 


in your company and leaving him to judge by 
subsequent results which policy he prefers to 
keep up. A very few years will tell the story. 

Never waste time in searching for or wrang- 
ling with the crank who boasts that he “has 
no insurance, never had, and does not believe 
in it.’ “Ephraim is joined to his idols, let 
him alone.” 

Never expend your energies and eloquence in 
discoursing upon the desirability, necessity and 
convenience of life insurance. The people 
whom it will reward you to talk to concede 
all that, and a great deal more. Urge them to 
do their duty to their dependent families, and 
to do it immediately. 

Never acknowledge defeat in the pursuit of 
Assume that every well man is 
him see that his manifest 


vour calling. 
insurable, and let 
destiny is to insure with you. 

Never reach for your hat when a man of 
intelligence and means tells you flatly and, as 
he thinks, conclusively, that he needs no in- 
surance and cannot conveniently pay for what 
he is carrying. Show him how to get his 
money back with compound interest and his 
insurance besides. He will listen. 

Never produce a blank application prema- 


turely. A sensitive man may postpone the mat- 
ter indefinitely to remind you that it takes 
two to conclude that bargain. 

Never talk insurance inopportunely. It is a 


fertile theme for monologue, but not adapted 
for general conversation. And, in general, talk 
to vour man only when you and he are alone 
together: the presence of a third person will 
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often lead to mixed conversation, and the thread 
of interest will be broken and lost, at least 
for that interview. 

Never degrade your profession by importun- 
ing your friends to insure with you as q Der- 
sonal favor. If compelled to ask for money 
do so on some other pretext. a 

Never misuse social opportunities and priv- 
ileges; utilize your acquaintance only to en- 
large it, to obtain introductions and interviews 

Never try to compel or even urge the com- 
of a_ hesitating 
not divine his reasons for delay, and he may 


pliance candidate: you can. 
resent your aggressiveness. 

Never finish an application until you haye 
given a full, clear and complete explanation oj 
the plan of insurance proposed, and are sure 
that it is understood by the applicant. “The 
business that stays is the business that pays.” 

Never anticipate objections; it is “borrowing 
trouble.” Ignore them if possible. If com. 
pelled to answer them, do so very _ briefly 
though courteously, and resume the original 
argument. 

Never overstate your case. Plain facts are 
stronger arguments than glittering estimates of 
the future. 
will prove enough to convince any reasonable 


Conservative estimates on policies 


man, and nothing will satisfy the unreasonable. 

Never promise more than the company does 
The applicant knows that vou have no author- 
ity to make predictions and are not personally 
responsible for results. 

Never talk insurance to a man while he is 
Appeals to the 
domestic affections should be made in the midst 
of domestic surroundings. The strongest ap- 
peais which the agent can make are to those 


standing or in a public place. 


sentiments which cling around the fireside and 
beautify and dignify it. The man who wil! 
all day and, perhaps, far into the night 
to protect household, tan- 
not fail to listen to the appeals of the agent 
if made in the bosom of the family. The heart 
will beat fullest in response to the heart. The 
family circle brings the agent into that close 


work 
those of his own 


sympathy with his man which enables him to 
secure both his patronage and influence. 
Never permit importunity to tread upon the 
heels of an inconclusive or unsatisfactory ex- 
You cannot expect compliance until 
every point is made clear. Also, if your candi- 
date has listen while he sets them 
forth: he will always act on his own motion 
and arguments rather than yours. He will re- 
gard it as a compliment if you will listen at- 
tentively: and even if he should be in error 


planation 


“views,” 


on a minor or insignificant point, do not notice 
it. 

Never be discouraged by finding your field 
full of agents. Their presence proves 
its fertility. There is a harvest for somebody: 
@9 in and gather your share. 

Never mention other companies if you can 
When questioned about them answer 

Nothing is gained by misrepresent- 
ing a competitor. Do as you would he done 
by, and be honest in giving advice to the hold- 
ers of policies in rival offices. 

Never skim a place. The cream is not all on 
top, it is rich to the bottom. 


rival 


avoid it. 
truthfully. 
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Stick 
to one block, one street, one city, until they 
exhaustively canvassed. Stick to the men 
They are most accessible. The 


spread over a large territory. 


ever 


are 
nearest you. 
idea of covering a large field should not be 
cherished. This has been the rock upon which 
many good solicitors have been wrecked. 

Never seek a general agency until you have 
roved your capabilities as a successful, re- 


D ; 
When you have done 


fiahle personal canvasser. 
this, the general agency will seek you. 

Never rely upon a big sign, a showy and 

Juxuriously-appointed office or flattering news- 
paper notices. Success is the reward of active, 
persistent personal endeavor. 
"Never keep your supplies in your office or 
pocket. See that they circulate. Pass them 
cake scatter the seed, and cultivate it, if you 
want a harvest. 

Never talk too much. “A man shall not be 
heard for his much speaking.” Let your mod- 
eration be known to all men. Make your points, 
explain them, fortify them, insist upon them, 
hut don’t monopolize the conversation. Give 
the other man a chance. What he has to say 
is always worth hearing. !t may show you 
where the hitch is and how to remove it. It 
may disclose his preference for a particular 
plan and save you no end of trouble. 

Never scatter: concentrate your energies 
upon the matter in hand; you are stronger in 
one direction than in many. Devote all that 
is in you to one company, one principle, one 
plan, one place. 

Never leave a good impression, but follow 
It is not enough 
not 


it up until you finish the work. 
to make the party believe in life insurance 
enough to convince him that it is in the main 
It must be good for him. He 





a good thing. 
must not. simply believe—he must insure. It 
is your business to be efficient at this crisis. 
All preliminary work is valueless if you fail 
here. What he thinks or believes is of sec- 
ondary importance. You must make him in- 
sure. You must get his application and the 
premium. Failure to do this is utter failure. 

Never neglect old business in seeking new. 
The former will help the latter. The good 
influence of an old policyholder is invaluable 
to an agent. An agent’s best references are 
his satisfied clients. 

Never waste or neglect an opportunity. “Be 
Culti- 
vate the medical examiner, the minister, the 
leading business men, and all who may assist 


instant in season and out of season.” 


you to extend your acquaintance. 

Never think that it is all play. No man 
works harder or more hours than the success- 
ful life agent. 

Never believe that you can learn it all in a 
minute. Some men have worked at it for years 
and have much to learn still. 

Never think that it is necessary to tell every 
man you meet all you do know about it. He 
will probably think you are a bore. 

Never feel compelled to knock off every chip 
that vou see on a rival agent’s shoulder. It 
will, in a majority of cases, be a waste of 
strength, better used in other directions. 

Never sit in your office and do nothing be- 


cause the weather is bad. Ona stormy day men 
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ve more leisure to give you and more in- 
‘lination to listen. 

Never be discouraged because a man says 
no. Nine men out of ten say no before they 
Say yes. 

Never let a rejection discourage you. The 
company is as anxious for business as you 
are, and no applicant will be rejected or cut 
down except for good reasons; therefore if 
one you have worked hard to get fails to pass, 
the shortest time you spend in regrets the bet- 
ter. Go in for the next with hopes for better 
luck next time. 

Never he 
book in which to enter the names of possible 


without a pocket memorandum- 
applicants whenever they chance to come into 
your mind, as they are sure to do, whether 
yeu be reading the daily newspapers, walking 
the street, or journeying about the country. 

undervalue own services and 
thinking that 
greater success on account of superiority in any 
fall behind are usually 


‘ee 
Never your 


abilities, other agents achieve 


respect. Those who 
the victims of their own neglect rather than 
of misfortune. 

Never take up life insurance as a make shift, 
or think that it is a business any one can he 
successful in. If you do, you will doubtless be 
a failure, and you and the company you repre- 
sent will both be worse off than if you had 
kept out of it. Life 
almost any other business, requires peculiar fit- 


insurance, more than 


ness for it. Courage, will, perseverance, pluck, 
skill—all these and more must be had by the 
successful life agent. The work is no child’s 
pastime, but because it is esteemed so by many, 
accounts for their want of success. 

Never let an opportunity pass unimproved 
Impress upon those persons you daily encounter 
thet the man who has his life insured has no 
cause for worry or anxiety as to the welfare 
of those dependent upon him should he be re- 
moved from them by death. He buys a for- 
tune on installments, to be delivered to his 
family in the event of his own death. He 
secures the prize for them and runs the race 
of life free from the burdens which anxiety 
for a family entails. His mind is free, his cap- 
ital is free, and so far as his family are con- 
cerned, a fortune is practically secured. 

Never wait for extraordinary opportunities, 
hut make use of common situations; a long 
watk is better than a short flight. 

Never display irritability or lose your temper. 
It is better than “apples 
Good na- 


Cultivate good nature. 
of gold set in pictures of silver.” 
ture never deteriorates in worth; never loses 
its hold upon the esteem of the world. It is 
always in fashion and always in season. Every- 
Evervbodv praises it. It 
never grows stale. It costs iittle to acquire, 
and nothing to keep: vet it is beyond diamonds 


hody admires it. 


in its worth to the agent. You can have no 
better talisman for success in soliciting insur- 
ance. 

Never talk of yourself. 
for that is vanity; nothing bad, for that is 


Say nothing good, 


affectation: nothing indifferent, for that is silly. 
Let vour theme be your company; its achieve- 
security and superior 


ments, its liberality, 


adaptability. to the real needs of insurants. 


Never permit the introducti*n of side issues 
They are always confusing. The gospel of 
life insurance insure with my 


company, on this plan and now 


soliciting is, 


[The foregoing are extracts from the bool: 
“The Art of Canvassing,” by William Miller, 
published by The Spectator Company. The 
hook is an excellent one for study by industrial 
life insurance agents. Copyrighted. ] 

New Industrial Assurance Act in Great 

Britain 
(Continued from page 16) 
to enter into a contract of industrial assurance. 
and no person not regularly in the employment 
of such a society or company shall procure or 
endeavor to procure any person to enter into 
such contract.” A further clause provides 
that, for the purpose of this section, references 
shall regular 


to regular employment include 


part-time as well as regular whole-time em- 
ployment. 

The object of the foregoing section would 
appear to be to eliminate what is known as the 
“special canvasser.” And the point of view 
will probably be made more clear by a quota- 
tion from the report of the departmental 
committee, above referred to, which is in the 
“A significant feature of the 
pursuit of ‘new business’ is the trade of the 


following terms: 

‘special canvasser.’ As the name implies, the 
special canvasser obtains his livelihood by pro- 
curing new business. He may, perhaps, have 
heen an agent who has discovered in himself 
an exceptional capacity for persuasion, and he 
has forsaken the routine of steady collection 
for the excitement and emoluments of canvass- 
ing. He is not an employee of any particular 
company: he is not, as a rule, even retained by 
the company in whose name he is acting for 
the time being. and he is therefore trammeled 
by no sense of responsibility to the prospective 
assured. He is employed apparently by an 
agent or local superintendent, desirous of 
securing an increase beyond his own powers 
or impelled to it, perhaps, by the pressure of 
his company. The two, apparently, go the 
round of the agent’s customers together, the 
agent ostensibly to collect, and the canvasser 
to employ his specialized arts in inducing the 
new proposal, the procuration of which is the 
real purpose of the call. It is scarcely to be 
doubted that many of the misunderstandings 
which have arisen in the minds of policyhold- 
ers, and of the misrepresentations of which 
allegation has heen made. are due to this irre- 


sponsible method of forcing business.” 


PENALTIES, Etc. 

S-me fairly drastic penalties for non-com- 
nliance with the act are imposed. For instance, 
the commissioner, if in his opinion there is 
reasonable cause to believe that an offense has 
been or is likely to be committed, has power 
to examine into and report on the affairs of 
the society or company, and may in the case 
of a society award that it be dissolved and its 
affairs wound up, and in the case of a company 
may present a petition to the court for wind- 
ing up. Moreover, he may direct that all or 


any of the expenses of and incidental or pre- 





T H E S PECTATO R Thursday \ug 


INDUSTRIAL INSURANCE SECTION 


wml) 












































of th 
the oO 
OVER HALF A CENTURY OF INSURANCE SERVICE form 
ites men | 
IMPORTANT LIFE INSURANCE PUBLICATIONS OF a 
theret 
Standard Insurance Publishers wnt 
ply W 
THE SPECTATOR collec 
convi 
An American Weekly Review of Insurance—Subscription, $4.00 Per Year are al 
THE INSURANCE YEAR BOOK, 1923 el 
LIFE INSURANCE VOLUME, $15; CASUALTY, SURETY AND MISCELLANEOUS VOLUME, $15; ti 
oo 5 ~ sectiol 
FIRE AND MARINE VOLUME, $15: SET OF THREE VOLUMES, $35; ANY TWO, $25 ri 
any ¢€ 
A BC of Life Insuranee $2.00} Life Insurance and How to Write It $2.50 collect 
Actuarial Theory 10.00| Life Insurance Policyholders Pocket Index 75 oo 
ife surance Salesmanshi k the pr 
American-Canadian Mortality Investigation 20.00 Life Insurance Salesmanship 1.50 ; . 
visa . Monthly Income Policy .50 we 
Art of Canvassing, The 2.00 Multiplying Your Income 2.00 basil 
Art of Insurance Salesmanship, The 2.00! Notes on Life Insurance 4.00 £50 
Art of Selling, The 1.50) Objections and Answers 1.50 _As 
Business Insurance 1.50| Plain Reasons 1.50 sila 
Compendium of Official Life Insurance Reports 5.00} Plain Hints to Life Insurance Solicitors .50 its pr 
Cost of Insurance 10.00! Pocket Register of Life Associations 75 not p 
Efficiency 1.25| Practical Lessons in Actuarial Science (Two vol- scope 
Graphic Selling Charts for Life Agents 10.00 |, ee $8 each; ordered together 15.00 —_ 
Handy Guide to Premium Rates, Applications and Pr actical f ommers i ss 
Didistan 4.00| Principles and I ractice of Life Insurance 20.00 T 
How to Sell Insurance 2.00! Prosperous Agent, The 1.50 
Illinois Standard Tables (3 vols.) 60.00 Psychology of a Sale. ‘ 1.25 
| nw Cc 4 > c c . ws. 
aaah emaieanadeh | System and Accounting for a Life Insurance Co. 25.00 
7 ue *“| Short Lessons in Life Insurance 2.00 Forme 
Insurance Science and Economics . ; a Talks with Life Insurance Agents 1.50 
Institute of Actuaries Text Book (3 vols.) 23.50} One Thousand and One Hints to Agents of Th 
Life Agents Brief : 2.00) Industrial Cos. 1.00 tena 
Life Assurance Primer 3.00! What Life Insurance Is and What It Does 1.50 by Pp 
Life Insurance Catechism .50! Why and How Business Insurance Benefits Its Users .25 oe 
Sole Agents for all Works handled by CHARLES & EDWIN LAYTON, London, England first 3 
Send ten cents in stamps for complete catalogue of Insurance Publications with descriptive circular of books listed above have 
throu 
them 
CHARTS RATES, APPLICATIONS AND POLICIES to th 
27 Colored Graphs that Enable the THE SPECTATOR COMPANY of American Life Companies occas 
Agent to Fix the Prospect’s Attention, Flexible cover, plain $4.00 tatior 
Inspire his Interest and Secure His With Thumb Index 4.35 do it; 
Application. IT IS Three Supplements (to sub- The | 
Text Explains How to Use Each Chart seriDers) _ wae free 1 
ex xpiains ow to Use Eacn lar | 
rec 
A Potent Aid to Life Insurance THE STANDARD WORK LIFE AGENTS BRIEF Th 
Agents. —— Pod Phos Divi- ‘ines 
ON THE SUBJECT ends; Net Cost; Surrender Values. 7 
PRE S08. E In Flexible Cover $2.00 the s 
Write for list of up-to-date important life insurance leaflets; nearly a hundred to suit various requirements 
CHICAGO NEW YORK 
CHicaG 
\NSURANCY 











20 








August 2, 1023 THRE SPECTATOR 


araany INDUSTRIAL INSURANCE SECTION 









minary t ction shall he defrayed out rel a lai wit v enactments, there greatest miluence, and many of them will live 
mater: of the funds of the so iety or company, or by re, 1 doubt, clauses the nial eftect of to the end ot time. 
the officers or former officers, or members or Which cannot be i t pen their being Don't try to educate your prospect in those 
y ‘omer members of the committee of manage- put to - test ot act ral practice. But, suffi- things which neither concern nor interest him. 
= men or board of directors v of them. cient has been said Dy re the importance of Work along simple, practical lines. 
Under section 39 any ce lecting society the measure—of which more will be heard as Prudential Weekly Record. 
 tectrial assurance company which contravenes time goes by. Meanwhile, it may be remarked ee 
‘fails to comply with the provisions of the that (except as otherwise expressly provided— How to Sell More Ordinary 
ie act, of ally directions given by the commissioner and the exceptions are by no means unimpor- ( cluded f page 15) 
duces r comes liable t ine not exceed- tant) the act comes into operation on January 1. to go out of his own office to get much of the 
‘ag £100 or in the case of ; ntinuing offense ae information needed. Ie can learn frem rec- 
es not exceeding £50 a day: and a collector Be Plain ords ther early everything he has to know. 
ca ole person contravening 67 pr atiices fencers The man who is interested in buying a horse If he obtains names of prospects from pol- 
ply with the provisions of the act affecting such wants to know if the horse is sound, will do icvholders or other friends, it is proper and 
collector or other person is Hable on summary he work and what it will cost. Tle doesn’t in good form for him to ask a few questions 
conviction to a fine not exceeding £50. There care to enter into any discussion concerning = about the prospect, his family, and his finan- 
are also severe penalties for any body of per- 1e anatomy of the horse and the names of the cial affairs. The obliging friend is glad to 
sons (not being a collecting society or indus- 1umerous bones, nerves and organs composing = supnly these details. 
trial assurance company irying on indus- its body. There is no such word as despair in the 
trial assurance business—tunless that body is When a man contemplates taking life insur- vocabulary of the really ambitious agent. He 
. exempted from the provisions of the act. And, ance, he is interested in the most simple and knows that success is within his reach if he 
é section 4o reads as follows: “If any person practical side of the business and not the theo- is willing to pay the price for it, and he finds 
) wilfully makes, orders or allows to be made retical. He cares nothing for actuarial formu- a way to get what he wants, no matter what 
any entry or erasure in or omission from a__ las and mathematical problems, which belong — difficulties and obstacles he must first over- 
) collecting book or premium rece ipt hook, with entirely to another side of insurance. come. 
intent to falsify that book, or to evade any of When you canvass a prospect, remember that een eee 
the provisions of this act, he shall be liable on he is in the primer class. Be natural, simple, Detroit Life’s New Building 
) summary conviction to imprisonment with or homely in your talk. Use common-sense argu- The fermal opening of the new home office 
) without hard labor for a term not exceeding ments, reinforced by frankness, earnestness and building of the Detroit Life Insurance Com- 
) £<0 or to both such imprisonment or fine.” sincerity, and vou will find this method of pany at 2210 Park avenue, Detroit, Mich., will 
) As will be seen from the foregoing, the act ereater power than attempting to deal with the take place on Tuesday, August 7, from 10 a. m. 
) is a far-reaching one; and. short of quoting technical or theoretical side of life insurance. until o p. m. The officers and directors 
) its provisions in full—which time and space do The simplest sayings of Confucius, Marcus will receive their guests during the day and 
| not permit—many points ceming within its Aurelius, Washington, Lincoln and other evening, as the affair promises to be a notable 
scope must be passed over. And, of course, as great men are the ones that have wielded the milestone in the history of the company. 


| THE ART OF CANVASSING 
HOW TO SELL INSURANCE A Th d d 0 Hl : { 
BY THE LATE WILLIAM MILLER OuUSdaN all fie il NS) 
Formerly superintendent of agencies of a large life insurance company 
This is one of the most instructive little works for canvas- TO AGENTS OF 
sers in the life insurance field, and it has proved its worth | 
by passing through nine large editions. A reprint of the INDUSTRIAL LIFE INSURANCE COMPANIES 


eighth edition of this book has been issued by The Spectator 








Company, and its lessons are just as valuable to-day as when By 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing W. Meador 


through the medium of this book, and what it has done for 

them it willdo for others. : : 
The major portion of this book consists of suggestions as This work, prepared by a manager of wide 

to the best methods of success in writing business; what = : : . 

occasions should be sought and what avoided for a presen- activities in the industrial field, shows through 

tation of the subject of insurance; what to do and how to a series of conversational talks how an agent 


do it; in short, how to get at a man and secure his application. : : 
The book is written in a plain, straightforward manner, | should start his canvass, keep up collections 


free from technicalities, and is valuable alike to the raw and overcome objections to a proposition for 
recruit and the veteran. 


The Eighth Edition of THE ART OF CANVASSING is industrial life insurance. 
most handsomely printed and bound in red flexible binding, ? 
the size being convenient for the pocket. Price per copy; cloth bound, $1.00 

Prices: : , a 
Single Copies - - - - - - $2.00 Special prices quoted on large quantities. 
25 ‘cee ee ee = 45.00 
50 ‘6 oe - = = = = = (85.00 
100 “ - - = = = = = 160.00 THE SPECTATOR COMPANY 
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JOHN HANCOCK NOTES 


Policyholders Will Not Deposit Con- 
tracts as Security for Loans in 
Future 





LEADERS IN THE FIELD 
President Walton L. Crocker’s 

Distributed to Entire Staff 

The John Hancock has announced that here- 

after instead of requiring the policyholder to 


Address 


make a deposit of his contract with the com- 
pany as security, regarding policy loans, he will 
be allowed to keep the policy after the neces- 
Sary notes and papers covering the loan have 
been acted upon. 

In other words, when the policy has been en- 
dorsed it will be returned to the policyholder 
for him to keep. The company believes that 
the retention of the contract by the policy- 
holder will tend to maintain interest in the in- 
surance and it is also felt that the plan will be 
more satisfactory in every way to the insured 
who wishes to effect a loan. 

The leaders for the first half year of 1923 re- 
main the same as to agents as they were for the 
first five months. Among the assistant superin- 
tendents, however, there are changes 
and the race is proving an interesting one. 

A list of the leaders in full is as follows: 
Assistant superintendents leading —Weekly 
premium increase, Nushzno of Brooklyn; gross 


several 


ordinary issues, Stolzman of Long Island City; 
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gross A. F, issues, Volpe of Trenton. Agents 
leading —Weekly prémium increase, Theriault 
of Fitchburg; gross ordinary issues, Jehle of 
Detroit, gross A. F. issues, Medas of Cleveland. 


Detached assistant superintendents leading.— 
Weekly premium increase, Knebel of New 


Britain; gross ordinary and A. F. issues, su- 
perintendent of Waterbury (Torrington). 

The following agents have been promoted to 
the rank of assistant superintendents in the dis- 
tricts of their service: George G. MacDonald, 
Chicago; Cecil Locklin, Amsterdam, and Wil- 
liam O. Barton, East St. Louis. 

William W. Jones has been promoted and 
transferred from agent at Haverhill to as- 
sistant superintendent at Manchester, N. H. 
(Nashua detached. ) 

John P. Pratt has been promoted and trans- 
ferred from agent at Cambridge to assistant 
superintendent at Manchester, N. H. (Concord 
detached. ) 

Assistant Cashier David J. Parent of Jamaica 
and student cashier Harold W. Reehl of Bay- 
onne, N. J., 
ships in the districts of their service. 

Frederick G. Woodworth, superintendent at 
Philadelphia III, is receiving congratulations 
upon his election to the presidency of the Phila- 
delphia Association of Life Underwriters. 

The address of President Walton L. Crocker, 
“Life Insurance—the Great Stabilizer,” which 
was delivered before the Insurance Federation 
of Pennsylvania recently, is being broadcasted 
to the field force through the medium of the 


have been promoted to cashier- 


company’s house organ. 


Thursday 


Reserve Loan Life’s Gains in Six Months 
Some of the gains made in the first six 
months of 1923 by the Reserve Loan Life oj 
Indianapolis are the following: Assets, $436, 
capital and surplus, $109,304; insurance 
in force, $3,631,874. The company’s assets on 
July 1 were $6,714,973; its capital and Surplus, 
and its insurance in force, $54,694. 
It had cash in banks amounting to $199. 
748, and it had $5,793,477 on deposit with State 
authorities for the benefit of policyholders, 


C=: 
e359; 


£672,912; 
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Announce New State Manager for 
Oklahoma 

After many years of active service as Sta; 
manager for the Great Southern Life Insurance 
Company of Houston, Tex., R. H. Oldham ha; 
retired on account of poor health and Sam \, 
Cowan will now supervise the company’s trans. 
actions in Oklahoma. Mr. Cowan is well known 
in insurance circles and is capable of achieving 
unlimited success. 

Becomes Utah Manager of Pacific Mutual 

Satt Lake City, Utau, July 30—Elmer 4 
Ricker, for many years local manager of the 
Equitable Life of New York and prominent jn 
underwriters’ association activities of the State 
accepted the State 
Mutual Life. 

It has just leaked out that D. N. Waters, 
assistant actuary for the Bankers Life, was 
married in June to Miss Laurene Leeds, why 
held an important position with the same com- 


pany. 


has management of the 


Pacific 

















GLOB 


MUTUAL LIFE 


HARPER’S LIFE INSURANCE LIBRARY 


Analyzing Life Situations 
for Insurance Needs 
By Griffin M. Lovelace 


NOW READY 
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Director, Life Insurance Training Course 
New York University 
Price, $2.40 Delivered 


The Psychology of 


Selling Life Insurance 
By Dr. E. K. Strong, Jr. 


School of Life Insurance Salesmanship 
‘ Carnegie Institute of Technology 
PRICE, $4.25 Delivered 


Selling Life Insurance 


INSURANCE 


COMPANY 
OF CHICAGO, ILL. 
RESULTS FOR 1921 





Gain in interest income over last five years.............+.- 1300% By Dr. John A. Stevenson ’ 
Gain in income over last five years.............0--eeeeeee 590% Second Vice-President, Equitable Life Assurance Society 
Gain in admitted assets over last five years.............++-- 503% Formerly Director 

Gain in Insurance in force over last five years.............. 250% School of Life Insurance Salesmanship 


661% PRICE, $3.75 Delivered 


Meeting Objections 


By Dr. John A. Stevenson 
PRICE, $1.60 Delivered 


House of Protection 
By Griffin M. Lovelace 
PRICE, $1.60 Delivered 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


Average gain over last five years...........00eeeeeeeeeeees 





The above figures are the results of the highest grade of service 
to policyholders and representatives. The latest is 


Claims Paid By Telegraph 


It is the last word in 


SERVICE 


T. F. BARRY, President, General Manager and Founder 
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The Liberty Fire 
Insurance Co. 
OF ST. LOUIS, MO. 








Over a million in assets and 
enjoying PROSPERITY, 
CONFIDENCE, PRESTIGE 
and SUCCESS. All due to 
unselfish management; to fair- 
ness and liberality in writ- 
ing Fire, Tornado and Auto- 
mobile Insurance. 








THE LIBERTY FIRE 
INSURANCE CO. 


J. C. BARDWELL, President 
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“Superior Service Satisfies”’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 800,000 


Surplus to Policy 
Holders..... .. 1,514,962 


Assets...... 3,806,949 














(Continued from page 13) 
ance Commissioner, before county clerks of 
Wisconsin gathered in convention here. 

“Believing that the State is strong enough 
to carry its own insurance in its entirety, the 
former practice of reinsuring a part of the risks 
insured in private companies will be discon- 
tinued,” Mr. Smith said. “This sum under 
the new arrangement will be saved to the State. 

“The fund since its inception has collected 
$1,302,155 in premiums on State properties. If 
the State had insured with private companies 
it would have had to pay $1,736,000 for the 
same protection. 

“The counties and cities now in the fund 
have paid in $98,oco,” Mr. Smith said. “If 
they had this insurance in private companies, 
it would have cost them $130,000. The coun- 
ties have therefore saved $32,000.” 


VIRGINIA INSPECTION BUREAU 


Committee Appointed Following Adoption 
of New Constitution 

The following field men have been appointed 
to serve on the Virginia committee, as provided 
for under the new constitution and by-laws of 
the Virginia Rating and Inspection Bureau: 

For a term of one year: F. J. McCarthy, 
Home and City of New York; E. H. Jones, 
Hartford and Citizens of Missouri; D. E. Witt, 
County Fire and New Hampshire. 

For a term of two years: H. W. Kirk- 
patrick, Atlas; D. L. Coulbourn, National and 
Merchants and Traders; R. W. Thomas, Jr., 
London and Lancashire and Orient. 

For a term of three years: G. B. Jennings, 
Newark and Royal; G. McG. Goodridge, Fire- 
mans Fund and Home Fire and Marine; E. 
R. Booker, Westchester. Mr. Booker makes 
All of the 


other members of the committee have their 


his headquarters at Farmville, Va. 


headquarters in Richmond. 

Under the new constitution no member is 
eligible to succeed himself, and after 1925 all 
members will be elected for terms of three 
years. 

The changes in the constitution and by-laws 
are an outgrowth of a statement made by Hon. 
Joseph Button, Commissioner of Insurance, at 
the Norfolk meeting of the Virginia Associa- 
tion of Insurance Agents, in 1922, that the 
Virginia Inspection and Rating Bureau was not 
functioning properly. Col. Button was actu- 
ated by complaints made to him by agents. Fol- 
lowing the Norfolk meeting, the companies ap- 
pointed a committee of nine executives of vari- 
ous companies, which met with Col. Button and 
the local agents and field men in Richmond last 
winter to discuss the various complaints. 





Montana Ruling on Discriminatien 

The Montana Insurance Department rules 
that it is a violation of the law prohibiting dis- 
crimination for an agent to solicit insurance on 
the basis of accepting merchandise, wares or 
eoods of any character whatsoever, and no bene- 
fits shall be payable to an agent or company 
by the insured in premiums or rates changed for 
other than cash. 


23 


policies 


August 2, 1923 TH EK SPECTATOR fire Insurance 
aceite 
—_—— Wisconsin Fire Insurance Fund 


THREATEN NEW INQUIRY 


Missouri Superintendent and Attor- 
ney to Look into Fire Company 
Investments 


CHARGE ENORMOUS LOSSES 


Attorney Has Eye on Governorship of 
Missouri—Plans to Call in High 
Executives 
St. Lovts, Mo., July 30.—Charging that big 
insurance companies “through 
playing the market’ have sustained enormous 


Eastern fire 


losses and that these losses were reflected in 
the high fire insurance rates being charged in 
Missouri, Floyd E. Jacobs of Kansas City, Mo., 
one of the special attorneys employed by Ben 
C. Hyde, Superintendent of Insurance for Mis- 
souri, in the suit of the stock fire companies 
resisting his reduction order, has announced 
that a searching inquiry into investments of 
the companies is contemplated by Mr. Hyde. 

Mr. Jacobs, who is a tentative candidate for 
governor of Missouri, in an interview published 
in the St. Louis Post-Dispatch under a Kansas 
City date line Monday, July 23, proposes to 
carry the taking of testimony in the Missouri 
suit to Hartford, Conn., “to put the presidents 
and other executive officers on the stand and 
question them as to whether there are private 
profits to any of the officers in the bond and 
stock deals which are costing the companies 
many millions of dollars annually.” 

The article further stated that at Chicago it 
was admitted that the companies deal in the 
market in stocks and bonds and that their profits 
and losses on these deals are controlled by the 
rise and fall of the market; also that the Etna 
Insurance Company of Hartford, Conn., has 
sustained annual losses on stock deals from 
1918 to 1922, inclusive of from $373,008 to 
$782,930, while profits from other stock deals 
in the same years ran from $1269 to $92,907. 
It further stated that Mr. Jacobs had brought 
eut on cross-examination that during the same 
period the company distributed ‘$5,650,000 in 
dividends and increased its surplus $500,000, 
and “that notwithstanding these huge losses in 
investments, the earnings from investments and 
interest on the unearned premiums reserve 
totaled approximately $4,c00,000.” 

The Phoenix Indemnity Company, which recently 
entered Virginia, has designated Albert C. Word 
Richmond, State agent. He is also State agent for 


the Pheeenix Insurance Company. 





WANTED 


General Fire Agency 


Can plant 100 local agencies in best 
towns and cities of Arkansas, Mississippi 
and Tennessee in six months. 


M. L. MARTIN 


Memphis Tenn. 
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NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 


56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 
W. £. RAY, Special Agent FRANK 4G. DEL . HUNT, 
Terre Haute, Ind. Specia 


26 Racine Street, Mi ‘lw aukee, Wis. 
C. C. CRANDALL, Special Agent ERIK LINDSKOG Special Acent 
Cambridge Springs, Penn. 7 W. Lake St., Minneapolis, Mina 


RICHARD W. WETZEL 


1526 Bryden Road, Columbus, Ohio 











UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH QGIUILLIAM STREET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 











ESSENTIALS OF THE FIRE INSURANCE BUSINESS 


By Edward A. Ketcham 


A 400 page book designed for the use of officials, employees 
and students of the fire insurance business. Insurance ac- 
counting, executive work, building construction and 
many other topics covered. 


Price: $4.50 Per Copy 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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FIRE AND LIFE 


a. 
»ASSURANCE CORPORATION, Ltd. 


_— RICHA2DSON, United States Manager 


GENERAL BUILDING - 4TY & WALNUT STs 
PHILADELPAIA 


(reneral, ccrdent 















ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $2,250,000.00 
Net Surplus, . . . .  4,436,386.20 
Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . . 15,690,687.21 





EASTERN DEPARTMENT 
NEAL BASSETT, President 
a KAY, Vice-Pres. & Treas. 
eee a Secretary 

NEWARK, N. J. 


WESTERN DEPARTMENT 
NEAL BASSETT, Pres. & Mer. 
WELLS P BASSETT Sec’y & 

Mana: wr 
CHICAGO. 
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EVERY INSURANCE MAN 








Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 
ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 
“Oldest and Best’’ 
Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


insurance to November !, 1923, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 




















Great American 
Susurance Company 


Now Dork 


Choose Choose 
Your INCORPORATED - 1872 Vour 
Company Company 


aiaaioneas a 1.1923 
TA 


$12,50 0.00 


RESERVE FOR ALL OTHER LIABILITIES 


19,6 NE T SURPLUS 87 
13,017,077.35 
45,333,.495.22 


LOSSES PAID POLICYHOLDERS 


$143,654,333.86 


AFTER LIBERALLY PROVIDING FOR ALL RESERVES THE 
SURPLUS FOR THE PROTECTION OF POLICYHOLDERS IS 


$25,517,077.35 


Home Otfice, One Liberty Street 
New York City 


Western Department 
— H. SAGE, Gen’! Mer. 
. LERCH, Manager 
76 Wait icone St., Chicago, Ill. 
Boston Office 
ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 


Marine Department 


WM. H. McGEE & CO., Cen’lAgts. 
15 William Street, New York City 
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|_FIRE INSURANCE NOTES AND EVENTS | 





NEW YORK SURVEYS 
Midsummer Dullness.—The Street, appar- 
ently, is settling down into its August dullness, 
put in some lines of work, that is, improving 
risks, apparently the usual amount of energy 
being displayed. The schedule men appear 
+) be busy as well as the specialists, who do 
the work of improvement. The brokers began 
to so arrange their work as 


1 
18 


some years ago 
to have during July and August as few re- 
newals as possible, and this perhaps has gone 
about as far as it can. The general result is 
of course beneficial for the season of vacations. 
Sprinklered Risks. 
jecling of uneasiness in regard to the sprin- 
Such risks 


There is a grown 
Kered risk of omnibus occupancy. 
ways have a potential moral hazard whether 
they are sprinklered or not, but the danger is 
little more acute in the case of a sprinklered 
There 


risk because of the low rates granted. 
is also a growing feeling of apprehension that 
the highly developed and intricate alarm ser- 
vice may not be doing its full duty and, inas- 
much as the concessions are exceedingly sub- 
stantial, it is all the more disturbing. The 
fact is a single sprinkler head running for a 
long time and the water seeping down through 
various floors can pile up a loss exceedingly 
substantial in proportion to the fire. It is a 
fact that the more highly protected the prop- 
erty is, the more neessary it is to have a 
highly-trained human intelligence in charge of 
the system. We may make things as automatic 
as we please, but somewhere the human intelli- 
gence must take hold of the thing or failure 
will resuit. 

The Marine Situation.—Occasionally, it 
comes in Our way to bump into some marine 
information which, while general in its nature, 
is sufficiently explicit to show the situation 
better than several tons of printed matter. Such 
a statement was made the other day when a 
party in a position to know stated that in his 
judgment the present capital available for 
marine insurance was greatly in excess of any 
demand and that the brokers who were engaged 
in the business were equally in excess of any 
legitimate demand for their services. The 
fact is, so far as this country is concerned, that 


all of the congressional tinkering with the mat- 
ter has not assisted it to any great extent be- 
cause their activities, whatever other result they 
have had, have succeeded in bringing more 
capital and people into the business, and when 
the great boom of the war period passed away 
there was not enough business to go around. 
The result is a market more or less demoralized, 
and with an outlook for a continued demoraliza- 
tion. The only way, evidently, that the prob- 
lem is going to be solved is‘not by more con- 
gressional tinkering, but by allowing the market 


to muddle its own way out of its troubles. 


PHILADELPHIA NOTES 

Indictment Secured in Arson Case.——The 
arson ring which, it is claimed, has operated 
here for several years with more or less suc- 
cess, received another severe jolt last week 
when three men were held for murder in con- 
nection with the death of four firemen in a 
warehouse blaze at 1010-1012 North American 
street, October 4, After the fire empty 


cases and others filled with sawdust and mer- 


1922. 


chandise many out of style were dis- 
$96,000 insurance had been placed on 
John B. Morton of the Fire 
Burns Allen of Predick & Co., 
Henry Penn Burke of A. R. Schmidt & Co., 
Robert R. Dearden, Jr., and William Embery, 
all prominent Philadelphia insurance men, 
headed a movement for the prosecution of those 
responsible and, after an aggressive campaign 
toward the accomplishment of this purpose, suc- 
ceeded by the indictment of three men. Former 
Thos. B. Donaldson 


years 
covered. 


this merchandise. 


Association, J. 


Insurance Commissioner 
also worked with these insurance men and de- 
serves much of the credit. Fire Marshal Elliott 
who is handling the case has proved himself 
worthy of his position and is being congratu- 
lated for his splendid work. 

Walnut Street Busy.—Quaker City insur- 
ance mcn are believers in vacations and proof 
of this may be obtained by a visit to the offices 
along Walnut street. Among those prominent 
in the circles of insurance here who have ab- 
sented themselves temporarily from the ranks 
of underwriters we find: Frederick Richard- 
son (in Europe), George Shermer (in Canada), 


Frank B. Burdsall (at the seashore), A. H. 
Reeve (in the mountains), John Pharaoh (in 
Virginia) and a long list could be printed nam- 
ing other vacationists. 


BOSTON AND VICINITY 

Medford and Watertown Reclassified.— 
The cities of Medford and Watertown have 
been reclassified by the New England Insurance 
I-xchange, based on surveys of the analytical 
system schedule, which raise those cities from 
the fourth to the third class. 

Reciprocal Situation.—The reciprocal situ- 
ation is, causing much discussion in the insur- 
ance district. Despite the opinion of the attor- 
ney general that reciprocals cannot be admitted 
to Massachusetts under the present laws, it is 
felt by many that such companies will eventu- 
ally receive licenses, even if legislative changes 


are necessary. 


NEW ORLEANS NEWS 
Death has crossed the portals of 
the Southern Department of the Liverpool and 
London and Globe Insurance Company and 
claimed as its last victim Whitner Church. 
Young Mr. Church was twenty-one years of 
age, was highly esteemed not only by the offi- 


agai 


cials of the company and his business associates, 
but by friends. He was the 
son of my old triend Alonzo Church, State 
agent for the Insurance Company of North 
America, who, in the crushing sorrow which 
has come into his life, has the warm and deep 
sympathy of his legion of friends. 
O’Hacerty. 


a wide circle of 


New Hampshire Fire’s Business in Cali- 
fornia and New Hampshire 

In the 1923 edition of “Distribution by States 
of Fire Insurance,” the total premiums for al! 
insurance written in California by 
Manchester, in 
$189,499 in- 
The same company’s total 
premiums and losses in New Hampshire for 
all classes of business should have been shown 
$257,149; losses in- 


classes of 
the New 
should 


Hampshire Fire of 


1922, have been stated as 


stead of $186,499. 


as follows: Premiums, 


curred, $94,638. 








FIRE AND ALLIED LINES 
REINSURANCE ONLY 


INTER- OCEAN REINSURANCE COMPANY 
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CEDAR RAPIDS ,IOWA 


SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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In Confidence: 


Having recently entered eastern states 
we have several very desirable openings 
for Managers in Maine and Delaware 
under direct Home Office contracts. 
This is a real opportunity. 

Write us in Confidence, Special De- 
livery. 


Operating in 37 States—Constantly ex- 
panding. 


THE BANKERS RESERVE 
LIFE COMPANY 


R. L. Robison, President 
OMAHA, NEBRASKA 





$13,500,000 
$83,000,000 


Assets , over................. 
Business in Force, over....... 


Never 





Because of the aggressive standards which The Lin- 
coln Life has set for itself it will never grow old, never 
intrench itself in rules and systems, never lose interest 
in new and greater achievements. 


The present service records of the Lincoln Life, re- 
markable as they may seem, are due to be shaded some 
day by the Lincoln Life organization itself because all 
its energies are bended in a persistent effort to attain 
the peak of perfection. 


You are sure that The Lincoln Life is backing you up 
with all its untiring spirit of enterprise when you— 








(Cink up (wir THE () LINCOLN) 








The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character’ 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $265,000,000 in Force 

















MEN 
WHO 
THINK 


they are built for speed and endurance 
and can qualify for general or state agency 
work, will find it to their advantage to 


communicate with 


THE LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building, 


Topeka, Kansas. 














THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 
135 William Street 
New York 


Chicago Office 


Insurance Exchange 
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PROLONGING LIFE 





Regular Physical Examination Proved 
Effective 





TESTS RECORDED 


life Extension Institute Figures Show 
Value of Periodic Health Surveys and 
List Saving Possible by Modern 
Methods 

That there exists the definite possibility of 
creasing the health and usefulness of man 
hrough the medium of periodic medical 
caminations has been proved conclusively by 
ye records of the Life Extension Institute. 
The Institute, in its research progress, has 
jvided man’s term of life into four broad 
ssincations as follows: The health span, or 
eriod of physical freedom and full vigor, ages 
jghteen to thirty-one; the work span, or period 
shen men can compete in industry on a fair 
ages twenty to forty; the 
men are 


asis of equality, 
nilitary span, or ages at which 
jible for military service, ages eighteen to 
‘orty-two, the life span or 


expectancy of extends to age 


traditional 
life 


and 
iblical 
seventy. 
Taking these as a basis of development, the 
life Extension Institute has consistently en- 
favored to direct its efforts along paths which 
ill tend to prolong all of these periods. From 
ime to time datz has been gathered with a view 
‘0 listing the results of activity and this data 
as been made available to life insurance com- 
janies for the more accurate determination of 
ite expectancy and mortality tables as well as 
‘ora criterion whereby to judge probable loss 
atios. In the book ‘Health Building and Life 
Eugene Lyman Fisk, M.D., 
nedical director of the Life Insti- 
uteof New York, are gathered the results of 
survey of health conditions in industry un- 


‘xtension,” by 
Extension 


rtaken by the institute for the committee on 
‘he elimination of waste in industry for the 
American Societies. 
The fact is detailed, among others, that the 


Federated Engineering 


xperience of a group of life insurance policy- 
ders who for seven years followed an experi- 
ment on the part of the Life Extension Institute 
rowed a 50 per cent reduction in mortality 
among those who thus submitted to periodic 
nedical examination. 

tis pointed out that while all machinery and 
ly moving or stationary part of any device 
receives Constant inspection, especially if the 
‘cal point of important motion or activity, men 
lo not exhibit the 
«lves though their bodies are the most delicate 
i mechanisms and respond equally to care or 
veglect. In regard to the possible saving to 
the individual and nation when periodic medical 


same concern over them- 


Xaminations are availed of conservative esti- 
actual trials prove that the 
nenetary profit to the State per thousand of 
fopulation is $29,000. Applying this to a popu- 
ation of 105,0c0,000 the figure would become 
*3045,000,000, and with an operational expense 
$5 per capita, would leave an economic gain 
tS Medical, surgical or dental 
Treatment of ailments revealed in so sweeping 


Mates based on 


2,520,000,C00. 





a series of examinations might aggregate $1,- 
000,000,000, providing a net gain of $1,520,- 
the monetary saving 


would come excess dividends in the form of 


coo,oco. In addition to 
increased health, happiness, satisfaction in liv- 
ing, prevention of pain, sorrow and discontent 
and absence of industrial unrest. 

The for the deductions 
physical examination of 250,000 people made by 
the Life Extension Institute and the tabulation 
of the findings. With the probabilities thus 
shown and the extended period of life made 
possible by analysis of the human organism 
and individual instruction in personal health- 
eovernment life insurance companies whose pol- 
medical 


basis stated is the 


icvholders are subjected to periodic 
examination may aid the prolongation of human 
attendant decrease in the loss 


life, with its 


ratio. —_— 
MISSOURI STATE LIFE’S 
PARTY 


Company’s Quarter- Million Club Goes 
on Interesting Trip 


CONVENTION AT SAN FRANCISCO 


Speeches by President M. E. Singleton, 
Vice-President T. F. Lawrence and 
Others—Journeys to Scenic Points 
En Route—Meeting a Great 

Success 

Members of the Missouri State Life Insur- 
ance* Company's Quarter Million Dollar Club 
have just finished the club’s biggest and most 
successful convention trip. The club, consist- 
ing of agents and managers writing more than 
a quarter of a million dollars’ worth of busi- 
ness during the club year which closed June 
30, gathered in St. Louis and traveled by special 
train to the Grand Canyon, Los Angeles and 
San Francisco for a spirited three-day conven- 
tion at the Fairmont Hotel, San Francisco. 
With the party were President M. E. Singleton 
of the Missouri State Life, Vice-Presidents W. 
Frank Carter, T. F. Lawrence and_ other 
officers. 

A special train of fourteen Pullmans left St. 
Louis with the party of more than 200 for the 
trip over the Missouri Pacific and Santa Fe 
to Albuquerque, New the stop. 
The day was spent in sightseeing and the party 
re-embarked for the Grand Canyon. Club mem- 
bers passed the day viewing the scenic ‘narvels 
of the Grand Canyon National Park. 

On the third day after a stop for breakfast 
at the Mission Inn, Riverside, Cal., the special 
train continued to Los Angeles for a two-day 


Mexico, first 


stopover. Headquarters were at the Ambassador 
a busy forty-eight 
Angeles, Pasadena 


Hotel, and the party put in 
hours with rides about Los 
and the beaches, a dinner at Hollywood, a dance 
at the Ambassador, calls at the moving-pic- 
ture studios, and other diversions. 

Arriving in San Francisco on the fifth day, 
the club members were greeted by the Missouri 
State Life managers, B. Von Damm and Joseph 
H. Gray, and took up their quarters at the Fair- 
mont Hotel. They spent the first day in the 
city motoring through Golden Gate Park, to the 


27 


Presidio and cther spots of beauty and interest. 
Dinner was served at the Cliff House. 

The convention opened in the ballroom of the 
Fairmont on Friday morning. The feature of 
the session was an address by President Single- 


ton. In his speech he reviewed the growth of 
the life insurance business and the progress 
of the Missouri State Life and, touching 


particularly upon the far-reaching influence of 
life insurance, he said in part: 


There are forty million life insurance policy- 
holders in the United States; each one of them 
has an average share of $1250 in a combined 
estate of $50,co0,000,0c0. The tangible value to 
each individual of sharing in this co-operative 
enterprise is obvious. Its intangible value is 
much more important. What a nation is de- 
pends on the character of its people. By 
participation in the great co-operative life in- 
surance plan the character of each of the fortv 
million participants is being continuously in- 
fluenced for the better. 

Important as they are, however, improvement 
of character and promotion of thrift are not all 
the advantages growing out of the co-operative 
enterprise of life insurance. The sums con- 
tributed by each of the forty million members 
of the life insurance family are united to form 
an immense reservoir of wealth. From this 
reservoir of wealth flow other benefits, bless- 
ing not only the life insurance policyholder but 
all his fellow citizens. This money is built 
into the very foundations of the country’s 
prosperity. 

\mong the more than three hundred life in- 
comnanies, the Missouri State Life 
stands twentieth in the amount of insurance in 
force. At the end of 1922 it was sixteenth in 
the amount of insurance paid for. In 1918 we 
had total assets of $19,895,654: to-day our total 
assets are well oer $40.c00,coo. In 1918 the 
amount of insurance in force was $176,746,536: 
to-day it is more than $43=,000,coo. 

When I became president of the Missouri 
State Life in March, to19, we dreamed of be- 
ing a great company, but that seemed a long 
way off. Now we can say truthfully that we 
have hecome a great company. 


surance 


Vice-President W. Frank Carter delivered an 
inspiring address, and there were helpful and 
stirring talks by Second Vice-President John 
J. Crowley, B. Von Damm and Joseph H. Gray, 
the San Francisco managers: W. L. Randall, 
assistant to the vice-president, and these man- 
agers of company branches: H. H. Bell, Pitts- 
burgh: F. J. McCaslin, Kansas City; K. B. 
Korrady, Chicago; C. FE. Waddell, Detroit, and 
Ernest D. Finch, Newark. The new club 
officers were announced as follows: President 
K. B. Korrady, Vice-President Robt. C. New- 
man, Second Vice-Presidents Lorick and 
Vaiden, Third Vice-President James A. Walsh 
Fourth Vice-President E. D. Finch. 

A boat ride on San Fracisco Bay and dinner 
and entertainment at the Palais Royal con- 
cluded the second day of the convention. 

An address by Vice-President Lawrence out- 
lining company achievements and _ policies 
marked the concluding session of the conven- 
tion. Regarding the progress of the Missouri 
State Life, Mr. Lawrence said: “The new life 
business so far this year is more than double 
that of the same period of 1922—and that is 
some record: for while all companies are in- 
creasing their new business the average increase 
is only about 22 per cent, compared to our in- 


crease of over 100 per cent. 





THE SPECTATOR 
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NEW EDITION OF 


PROMINENT PATRONS 
OF LIFE INSURANCE 


This well-known work, of which the 15th edition has just been 
issued, is one of the 


BEST CANVASSING DOCUMENTS 


ever issued for the use of life insurance agents. It contains 
the names of about 


12,000 PERSONS CARRYING $50,000 to $4,500,000 OF 
LIFE INSURANCE. ALSO HUNDREDS OF LETTERS 
FROM HEAVILY INSURED PEOPLE PRAISING LIFE 
INSURANCE. ae 

F® New features in this edition are highly favorable opinions on life insur- 
ance of the President of the United States and his Cabinet, with portraits, 
opinions and portraits of four-ex-presidents, and opinions and portraits of 
32 State governors. baat pid : 
This new edition of PROMINENT PATRONS OF LIFE INSURANCE 
contains 388 pages, embracing about twice as many names as 
any previous edition, and may be carried in the pocket. 





PRICE 
SINGLE COPY, Limp Cloth Binding.............. $4.00 
ee sd Plexible Binding... ...3..6660000% 4.50 
PRICES IN QUANTITIES 
Limp Cloth Flexible 
$45. 12 copies $51. 
90. 25 wiel 105. 
175. 50 nee 200. 
325. 100 a 375. 
775. 250 sis 875. 
1500. 500 i 1625. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents are in a position to offer 
the best forms of 


LIFE, ACCIDENT, AND HEALTH INSURANCE 


Policies backed by one of the strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. 









































QUINQUENNIAL NUMBER 
of THE SPECTATOR 


A very extraordinary issue of THE SPECTATOR has been recently 
issued. This number, known as the QUINQUENNIAL, with 
nearly 200 pages of articles and money-making ideas, represents 
the acme of insurance journalism, and marks the fifty-fifth 
anniversary of our weekly paper. 





The special Edition of THe SPECTATOR is 
unusual in more ways than one. I imagine 
that the most striking illustration of what I 
mean would be to compare your quarter 
century edition with your last Quinquen- 
nial Number, for it would spell advance in 
every branch of insurance. It has an 
abundance of splendid material for salesmen 
and gives an historical picture of the entire 
insurance business—Winslow Russell, Vice- 
President and Agency Manager Phoenix 
Mutual Life. 














We have received some 200 similar testimonials from_ big 
insurance men and other important business men, praising 
the features of this wonderful Special Number. 


To receive this incomparable deluxe number, selling at one dollar, 
fillin the attached blank. We will send you the QUINQUENNIAL 
NUMBER free and send you THE SPECTATOR weekly for one year 
billing you only four dollars, the regular subscription price. 


THE SPECTATOR COMPANY 
135 Witiram St., New Yort 


Please send me your QUINOUENNIAL NuMBER free and also THE 
SPECTATOR weekly for one year billing me for four dollars. 





Home Office Building 


BX. Jefferson Standard 
a LIFE INSURANCE CO. 
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Wilmer L. Moore, President Robert F. Moore, Secretary 


WANTED—GENERAL AGENTS. We are enter- 
ing Tennessee and Texas and are prepared to give 
general agent’s contract to responsible parties. Only 
men of experience, proven success, character and some 
financial worth, possessing executive ability and 
initiative need apply. 


The Southern States Life Insurance Company 





Atlanta, Ga. 


— 
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“During the first six months of last year we 
gained in insurance in force about $8,000,000; 
this year in the first six months we have gained 
almost $50,000,000.” 

Other speakers on the program were Third 
Vice-President ITenry Reichgott, head of the 
croup department ; C. O. Shepherd, actuary, 
who dealt with the program plan of selling life 
insurance with corporation insurance; E. A. 
Braniff of Tuisa, Okla., who gave an informa- 
tive talk on accident insurance; Dr. RB. Y. 
Jaudon, medical director, who went into the 
question of selection of risks, and the follow- 
ing branch managers: Roy Denny, Portland, 
Ore.: W. H. Porter, Los Angeles; W. B. Harn, 
Toledo; Louis S. Cramer, Cincinnati: J. A. 
Maddox, Columbus. 

The convention came to a close with an 
excursion to Mt. Tamalpais and to Muir Woods. 

Club members who participated in the con- 
yention enthusiastically voiced their appreciation 
of the company’s efforts in their behalf and 
for the generous manner in which plans for 
their instruction and entertainment were car- 
ried out under the efficient direction of - Sec- 
ond Vice-President John J. Moriarty. Under 
the brokerage plan of the Missouri State Life 
many agents of other companies jarticipated 
in the convention. 





Resignation of J. H. Castle Graham 

At the meeting of the executive council of 
the Life Underwriters Association of Canada, 
held on July 19, J. H. Castle Graham tendered 
his resignation as general secretary of the Life 
Underwriters’ Association of Canada, and edi- 
tor of the Life Underwriters’ News. The 
resignation was very reluctantly accepted by the 
executive council. 

Mr. Graham was the first general secretary 
of the Canadian Life Underwriters Association. 
He received his appointment in May, 1915. At 
that time the association had a membership of 
twenty-three locals, with 800 members, but un- 
der his guidance forty-four locals, with 2000 
members, were established. 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Mass. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
Teasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
Insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 











CONSERVATIVE LIFE AGENTS MEET 
Company Has Prosperous Year—Plans for 
Fall and Winter Months Discussed 
INDIANAPOLIS, INp., July 30.—Superintend- 
ents of agents for the Conservative Life In- 
surance Company of America met in South 
Bend, Ind., Friday and Saturday, July 27 and 
28, the occasion being the midsummer meeting, 
at which time plans for the fall and winter 

months were discussed. 

The initial session was held in the home 
othces of the company on South Main street at 
o’clock Friday morning. Sessions also were 
held Friday afternoon and Saturday morning. 

As a part of the entertainment provided for 
the insurance men the company acted as host 
at a dinner at the South Bend Country Club, 
Saturday noon, the representatives going to 
Chain-o’-Lakes at 11 a. m. Following the din- 
ner a number of short talks brought the con- 


vention to a close. 

The company has been enjoying a wonderful 
run of prosperity during the year 1923, this vear 
being the biggest year in its history for the first 
seven months, and the directors believe that 
for the year 1923 it will exceed its 1922 business 
hy at least 50 per cent. 

Among those who attended were: 
Lewis and Charles Harlan, Ft. Wayne: O. D. 
Wynkoop and Charles Paris, Terre Haute: H. 
L. Neff and George H. Blood, Gary; William 
30browski and Z. Kaminski, East Chicago: F. 
F. Leonard and Carl Baschab, Hammond; J. 
C. Sampsel, Logansport; D. L. Mullinix, Peru; 
B. H. Wineiger and C. H. Loop, Kokomo; 
Arthur Poe, Earl T. Spray. W. E. Cullum, 
Marion; Nelson Hiatt and H. D. Drake, 
Elwood: W. C. Jennings, Anderson; Martinus 
Vink, Muncie; C. W. Wester, James C. Reilly, 
S. J. Bartoszek, Louis Balogh and Joseph 
Martin, South Bend; C. F. Hass, Mishawaka, 
and Charles B. Key, Birmingham, Ala. 

The Studebaker corporation, through the 
courtesy of Otto Schermann, retail sales man- 
ager, provided the automobiles to take the men 
to the country club on Saturday. 


Becker 


The Spectator and Publications 
Your publications are a major part of your can- 
vassing outfit. No one can give due attention to 
THe Specrator each week and fail to get an applica- 
tion that same week provided he half tries.— Marvin 
C. Mobley. 


Arrangements for New York Delegates to 
National Association of Life 
Underwriters 
J. P. W. Harty, chairman of the National 
convention committee of the Life Underwriters 
Association of New York, has made complete 
arrangements for the New York delegates. 
Special Pullmans have been arranged for on 
the Pennsylvania Limited, leaving the Pennsyl- 
vania station Tuesday, September 4, at 12.05 
p. m. (daylight-saving time). For New York 
delegates the convention will virtually begin the 
moment the train leaves. Reservations can be 
made through the executive secretary of the 

association at 55 John street. 

The committee has also secured a block of 
rooms at the Drake Hotel at $4 a day and 
up which will be assigned from the office of 
the executive secretary. 

Reduced railroad fares have been arranged 
so that the round trip will cost $55.05 exclusive 
of Pullman fares. 


Lamar Life Doing Good Business 

Directors of the Lamar Life Insurance Com- 
pany met recently in their semi-annual meet- 
ing, the outstanding feature being the planning 
for the new office building to be constructed 
soon. 

According to reports the business of the 
Lamar has been enormous for the past six 
Admitted assets to June 30 were $2,- 
total paid-for insurance in force, 


months. 
321,793.58 ; 
$26,831,824, which is a net gain of over $3,- 
000,000 within the past six months. The sur- 
plus to holders was increased to $237,250. The 
quarterly dividend of 214 per cent was declared. 
The company will have within a few days blue- 
prints floors of the 
elaborate new home to be built. All who are 
interested in space in this building may soom 


prepared of several 


be certain of their place in it. 


Will Add Accident and Disability Income 
Riders to Ordinary Policies 

The Prudential Company of 

America has announced that it is prepared to 

insert, at slight extra premium, accidental death 


Insurance 


benefit and disability income provisions in ordi- 
nary policies now in force, if insured applies 
for them and can pass satisfactory medical 


examination. 





rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 
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WILLIAM ALEXANDER’S 


EDUCATIONAL SERIES OF 
FIVE VOLUMES ON 


IFE INSURANCE 


What Life Insurance Is and What It Does 


Practice may teach the agent how to sell insur- 
ance, but there are certain truths that cannot be 
gathered while doing field work. But they are 
essential to success. They are the foundation 
principles on which all sound life insurance rests, 
and which give it the ‘‘strength of the everlasting 
hills.” This book explains these basic facts. 
They are essential to the successful salesman (1) 
because familiarity wit them gives him unbound- 
ed courage, and (2) because they enable him to 
advocate his cause with convincing force. 


How To Sell Insurance 


The chief aim of this book, as the title indicates, 
is to teach the inexperienced agent how to do his 
work, and bui'd up a remunerative business. 
While it is intended primarily for the new agent, 
it embodies a great deal of instruction that ought 
to be of value to the agent of experience. It will 
also be useful to those who are engaged in the work 
of training inexperienced agents 


The Prosperous Agent 


This little book is for the guidance of experi- 
enced and inexperienced agents alike. It gives a 
catalogue of the characteristics—the mental 
equipment—of the successful business man; and 
tells how these qualifications can be utilized to the 
greatest advantage by the insurance salesman. 

The instrument with which the agent does the 
work is hisown mind. The material on which he 
uses this delicate instrument is the mind of another 
person. It is all important, therefore, that he 
should know exactly how to utilize his mental 
equipment. 


The Art of Insurance Salesmanship 


This volume takes up the instruction of the 
agent where the second volume of this series stops. 
It contains more advanced instruction, and one of 
its aims is to stimulate the thought, fire the imagi- 
nation, broaden the vision, and thus increase the 
efficiency of life underwriters. 


One Hundred Ways of Canvassing For Life 
Insurance 

This concluding volume describes many ways 
of soliciting life insurance and includes a number 
of canvassing plans contributed by experienced 
field men, with the author’s comments on these 
plans. 














THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An “Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Wil] 
be pleased to hear from anyone interested 














THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, President 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 


WE WANT AGENTS 
to push our five-pointenine policies, 
Excellent lowa territory and liberal 
& contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY C0. 


A. L. HART, Agency Manager 








Home Office—Register Tribune Bldg.—Des Moines, lowa 











INSURANCE GENERAL CASUALTY 
‘- and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 
Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY C0 


ELMER H. DEARTH, President 
606 Woodward Ave., Cor. Congress Detroit, Mich. 
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FIELD PRACTICE 


AN INSPECTION MANUAL 
For Property Owners, Fire Departments and Inspection Offices 
1922 Edition 

This well-known pocket manual is a standard guide in relation to common fire 
hazards and their elimination or reduction, and also as to 

Fire Protection and Upkeep. 7 
The general subjects which are treatedin much detail in this valuable book, ares 
Lighting Hazards—Heating Hazards—Miscellaneous Stationary Heating Devices Requiring 
Special Treatment—Commonly Found Miscellaneous Hazards—Power Hazards—Chemicals, 
Paints and Oils—Spontaneous Ignition and Dust Explosions—Care and Maintenance— 
Chimneys and Flues in Dwellings —Dwelling House Hazards—Automatic Sprinklers Wate 
Supplies to Automatic Sprinkler Systems—First Aid Fire Appliances—Fire Protection in Genera 


Price per copy in substantial binding, $1.50 


THE SPECTATOR COMPANY 





CHICAGO NEW YORK 
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MARINE 


Certificates issued by insured under open 
marine policy “on account of whom it may 
concern” held to constitute independent con- 
tracts between insurer and the certificate 
holder. Certificate holder may recover there- 
under although insured did not comply with 
q provision of the contract, requiring it to 
notify insurer of name of vessel on which 
shipments were made. Insurer may recover 
damages from insured, acting as insurer’s 
agent for its failure to notify insurance com- 
pany of name of vessel carrying the insured 
goods 

The plaintiff, a marine insurance company, 
issued to the defendant its cpen policy of 
marine insurance, agreeing to insure the de- 
fendant on account of whom it may concern. 
The policy was to cover all automobiles and 
other merchandise shipped by the defendant, 
whether its own those of others. 
Policy provided that the defendant had power 
to issue certificates of insurance in the name of 


goods or 


the plaintiff which would obligate the plaintiff 
to pay the full amount speeified in the event 
The petition alleged that insured was 
bliged to send the insurer copies of certilicates 


if loss. 


issued showing the name of the vessel, and if 
the vessel's name was then unknown to inform 
the insurer thereafter as soon as known. 
Automobles to the value of $96,700 were 
shipped from Seattle on board the steamship 
Gishun Maru, but defendant did not notify the 
plaintiff of the name of the vessel, although it 
sailed that the 
The 


by a peril of 


knew at the time the vessel 
automohiles were shipped on that vessel. 
merchandise was thereafter lost 
the sea. The consignees tiled proot of loss 
with the plaintiff for the loss of the automo- 
hiles covered by the certificates of insurance 
which had come into their hands, and the plain- 
tiff paid to the consignees the sum of $05,700 
The petition alleged that it was customary for 
marine underwriters to reinsure risks in excess 
amounts, and that upon 


vessels of this class any amount over $50,000 


if certain specified 


would have been reinsured with other marine 
underwriters. The plaintiff asked damage for 
the amount ef the loss it was obliged to pay 
over the sum of $0,000, which excess would 
have been reinsured with other underwriters. 
The defendant demurred to the petition on the 
ground that the payment by the plaintiff to the 
holders of the certificates of insurance was a 
voluntary payment and constituted a waiver of 


aly breach of the contract contained in the 
The defendant claimed that 
the certificate holders could have no 
right than the defendant, and that the failure 


to notify the name of the vessel would have 


Msurance policy. 


greater 


been a good defense to any action brought by 
the certificate holders. 

The court held, however, that the certificate 
h Iders had an independent contract with the 
Msurer and could recover, although the insured 


SLIS UT AIC 


— —— 





had failed to perform his duties under the con- 
tract in regard to giving notice. The authority 
conferred upon the defendant was in the nature 
of an agency rather than a condition precedent 
to the recovery upon the certificate. By the 
terms cf the policy the insurance company con- 
stituted the insurer, the Willys-Overland, Inc., 
its agent, with authority to issue certilicates of 
insurance. Breach of its duty as agent is not 
a breach of contract by the certificate holder. 
If the custom of doing business required the 
insured to give the name of the ship upon 
which the goods were shipped, the failure to 
do so was not a breach of duty by the certifi- 
cate holder, nor a breach of warranty con- 
tained in the contract between the insurer and 
the certificate holder. His rights do not de- 
the insured of 


this duty 


pend up-n the performance by 
his duty as agent, particularly as 
relates to an act to be performed after the cer- 
The entitled to 
from the 


tificate is issued. insurer is 


recover damages insured, resulting 


from insurer's failure to obtain reinsurance, 


as it would have done if name of vessel had 
been given. 

Demurrer to plaintiff's petition is overruled. 
A:tna Insurance Co. vs. Willys-Overland, Ine., 


District Court. N. D. Ohio, 288, Fed. 912.) 


AUTOMOBILE 


Diminution in value because of theft of 
automobile is recoverable under policy in- 
suring against direct loss or damage from 
theft. Liability is not affected by provision 
of policy making insured liable only for cost 
of repairs. Error in admission of evidence 
requires a new trial. 

The defendant insured the plaintiff's auto- 
mobile “against direct loss or damage caused 
while this policy is in force by the perils spe- 
cifically insured against.” Among the perils 
damage caused 
One of the 
policy 


covered by the insurance was 
by “theft, robbery or pilferage.” 
additional previsions in the read as 
follows: 

“In the event of loss or damage 


under this 
policy, this company shall be liable only for 
the actual cost of repairing, or, if necessary, 
replacing the parts damaged or destroyed. It 
shall be optional with this company to repair, 
rebuild, or replace the property lost or damaged 
with other like kind and quality within a reas- 
onable time, on giving notice within thirty days 
after the receipt of the sworn statement of 
loss herein required of its intention so to do, 
but there can be no abandonment to this com- 
pany of the property described.” 

Plaintiff's automobile was stolen on May 17, 
1920, in Newark, N. J., 
etteville, N. C.. by the defendant, and tendered 
to the plaintiff on June 18, 1920. The car at 
the time cf the theft was almost new, and the 


and recovered in Fay- 


evidence sufficiently established the fact that 
the stolen car had been driven 2500 miles while 
out of the plaintiff's possession. 
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By Joseph @. Seller of the New York Bar 





The plaintiff claimed to recover as part of 
her damages the diminution in value of the 
automobile because of being run 2500 miles. 
On appeal from judgment for the plaintiff the 
court held that the plaintiff is entitled to re- 
cover full damages suffered, and this liability 
is not cut down by subsequent additional con- 
ditions, making the defendant liable only for 
the actual cost of repairs or replacement. A 
new trial, however, ordered because of 
error in the admission of evidence. A witness 
testified concerning the value of certain repairs 
over the objection and exception of the de- 
The witness, however, did not testify 


was 


fendant. 
to the necessity of the repairs covered by his 
estimate nor as to the accuracy of the value 
of the repairs. The therefore 
mere hearsay as to the defendant and the tes- 
New trial 


estimate was 
timeny should have been excluded. 
ordered. 

(Lotta J. Edwards vs. Maryland Motor Car 
Insurance Co., Second Department, N. Y., 204. 
App. Div. 174.) 

Owner, who merely directed another’s 
driving of the automobile, does not operate 


the automobile under terms of liability 
policy. 
This action was brought to recover upon a 


policy of automobile liability insurance which 
provided that, in case the assured becomes in- 
solvent, a person injured by him may main- 
tain an action thereon. After judgment was 
entered against assured for the sum of $4500 
and execution returned unsatisfied, this action 
was commenced directly against the insurance 
The only defense upon which the in- 
surance company relied was the proper construc- 
tion of a rider attached to the body of the pol- 


company. 


icy which reads as follows: 
THE EMPLOYERS LIABILITY ASSUR- 
ANCE CORPORATION, LIMITED, OF 
LONDON, ENGLAND 


AUTOMOBILE ENDORSEMENT: (Form 
2315) Private Cover Only: Owner 
Operating ) 

“Dated, July 1, 1910. 


“In consideration of the reduced premium at 
which this policy is written, it is stated by the 
(which statement is accepted by the 
corporation as true) that the automobiles 
described therein are and will be used only for 
shall in- 


assured 


private purposes. Private purposes 
clude personal pleasure and family use, exclud- 
ing the regular and frequent use for business or 
excluding commercial 


professional calls and 


delivery. It is further agreed that this policy 
shall apply only while the said automobiles are 
being operated by Charles Dunn (who is the 
owner and the named assured), or while the 
automobiles are being operated by a person con- 
nected with a repair shop or garage in connec- 
tion with repair work, testing, delivering or 
calling for said automobiles.” 

Upon the trial, it was admitted that at time 
of accident the car was being driven by a friend 
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Public Accountant Actuarial Actuarial 
PAUL L. WOOLSTON 
HARRY C. LANDWEHR GEORGE B. BUCK 
ERTIFIED PUBLIC ACCOUNTANT INSURANCE EXAMINER, ACTUARY 
CERTI PU : ; ACTUARY AND ACCOUNTANT Specializing in Employees’ 
Insurance a Specialty Benefit and Pension Funds 
75 Maiden Lane New York City {| | MAJESTIC BLDG., DENVER, COL. 25 FRANKFORT ST. NEW YORK 
Telephone Beekman 3461 | 
FRANK J. HAIGHT —. 
CONSULTING ' T. J. McCOMB 
ACTUARY 


Prominent Agents and Brokers 








Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, Iowa. 


} 
i CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITy, OKLA, 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 
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FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 8. 
EDWARD B. FACKLER, PF. A. S. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 

50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 











WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of losurance 





43 Cedar Street, New York 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 











JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 








JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate 


322 HURT BLDG. ATLANTA, GA. 
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A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 








FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 
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F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Acceuatants 


THE BOURSE PHILADELPHIA 








ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 














A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


‘Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service”’ 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 

















W. H. GOULD 
ACTUARY & EXAMINER | 


SYSTEM REVISION 


98 FULTON ST. 25 FRANKFORT ST. | 
NEW YORK 


W. B. YOUNG 


CONSULTING ACTUARY 
AND ACCOUNTANT 


D. R. McClurg, Associate 


430 Peters Trust Bldg. Omaha, Neb. 
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JAMES H. WASHBURN, F.A.I[. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes. 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY :: NEW YORK CITY 








Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 
15 Park Row New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on past performances=-Weshow 
results. Send for booklet of references. Liabitity. Com- 
ngation, Auto, Fire and Theft, Collision, Property 
amage, Admiralty, Subrogations, Personal Accident, 





Burglary, Plate Glass. 
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Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr 


nced Investigators and Adjusters—Lia- 
eo ang ool Damage, Collision, Auto, Fire. 
and Theft, Burglary. Plate Glass, Compensation. 
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Adjuster 











Tel. Mulberry 2613 
NEW JERSEY CLAIMS 
Investigated and adjusted. All lines handled. 


Cooperation and quick results. Thoroughly 
conversant New York and Connecticut. 


J. L. CHEREPY 


Proctor Building Newark, N. J. 























Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











of the assured and was not being operated by 
a person connected with a repair shop or 
garage, ctc. 

Plaintiff, 


owner was present in the car at the time, 


however, contended that, as the 


he was operating the car by exercising control 
over the driver. 

he court held, however, that the word “oper- 
ate’ means the act of working the mechanism 
of the car. “The driver operates the car for 
the owner but the owner does not operate the 
When 
the meaning of the contract appears, it is the 


car unless he drives it himself. * * * 


duty of the court to make it effective.” 
Judgments for the plaintiff in the lower courts 

reversed. (Iittherstine vs. Emplovers Liability 

Ass. Corp., Ltd., of London, Enaland, 235 N. 


¥. 768) 





Western Reserve Entertains 

InpI\Navorts, INp., July 26.—The office and 
agency departments of the Western Reserve 
Life Insurance Company at Muncie, Ind., en- 
tertained at a picnic recently at the Goivane 
Country Club, a few miles west of the city. At 
9.30 o'clock a chicken supper was served, after 
Which games and swimming featured. 
John W. Draggoo, 
Dr. and Mrs. Thomas R. Owens, Mr. and Mrs. 
Guy Alexander and son, Mr. and Mrs. Harley 
Rowe, Mrs. Ora Dawson, Miss Onetha Albright, 
Miss Hazel Pickard, Miss Lanta Pogue, Miss 
ee Leasure, George Cates and Miss Joyce 
atvson. 


were 
Among the guests were: 





Oscar J. Durand of New Orleans on Sun- 
day, July 22, when the train from San Fran- 
cisco reached Los Angeles, was found dead in 
his berth. Mr. Durand was the State agent 
for Louisiana of the Missouri State Life Insur- 
ance Company, having been appointed a little 
less than a year ago. He had gone to San 
Francisco to attend the annual meeting of the 
Quarter Million Club of his company and was 
on his way from there to Los Angeles to join 
his wife and two sons when the very unex- 
pected summons came 

Mr. Durand was a native of Louisiana, hav- 
ing been born some forty-five years ago in the 
historic town of St. Martinville, in the famous 
Teche country immortalized by Longfellow in 
Evangeline. 

For a number of years. after reaching man- 
hood, he was cashier of a bank which he had 
organized, but in 1909 he moved to Albuquerque, 
New Mexico, his wife’s health demanding a 
change of climate. He was appointed general 
agent of the Kansas City Life for Arizona and 
New Mexico. 

When the United States Government was in- 
vestigating foreign banking methods in connec- 
tion with the movement which culminated in 
the establishment of the Federal Reserve Bank, 
Mr. Durand, who was familiar with the Eng- 
lish, French, Spanish and Italian languages, 
served as an official interpreter. 

A little less than a vear ago he moved hack 
to his native State, having been appointed State 
agent of the Missouri State Life Insurance 
Company. Mr. Durand’s death was most un- 
expected and the news came as a distinct shock 
to his many friends. Tis remains will be in- 
terred in St. Martinsville, where life began for 
him. In Mr. Durand’s death the Missouri 
State Life loses an active. intelligent, popular 
and valuable worker, and the community a pro- 
wide-awake and public-spirited 
citizen. O’HAGERTY. 

Georee RB. Peak organized the Central Life 
Assurance Societv of the United States in 18906, 
| hecame president soon after its oreaniza- 


oressive, 


an 
tion, which position he still holds. This has 
heen one of Towa’s very successful comnanies 
and has now $120,000,000 of insurance in force. 
Mr. Peak is a native of Kentucky. 
horn near Warsaw. Kv., and was brought up 
ona farm. Mr. Peak’s early training was in 
the nature of. hard work on a farm. He 
attended local public schools near Warsaw, and 
his first college training was at eminence, Ky. 
He eraduated from Transvlvania university at 
T exineton, Ky. in Tune, 1883. He later mar- 
ried Alice Hobbs of T.ouisville, Ky. daughter 
of Dr. A. T. Hobbs, who was a prominent min- 
ister in the Christian Church of that. city. 
Mr. Peak took the theolocical course in con- 
nection with his other colleze work and for 
several vears was eneaced in the ministry. Tn 
T888 an attack of tvnhoid fever greatly im- 
paired his health. which resulted in throat 
trouble and on the advice of phvsicians he 
changed his profession from the ministry to a 
business calling. Wr. Peak came to Towa in 
1889. settling on the farm 2™ miles south- 
west of Des Moines. where he spent two sum- 
mers in farm work. He has made a large con- 
tribution through the passing vears to the 
development of many enternrises that have had 
a large place in the unbuilding of the city. The 
ereat building thot he has just completed is 
a fittine climax to his many successful activities. 
The Insurance Exchange building, a million- 
dollar structure. a monument to the thrift and 
enterprise of Georoe BR. Peak, organizer and 
president of the Central Life Assurance So- 
ciety of the United States, is completed and 


He was 
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is already well filled with various business and 
professional enterprises. 

A pen-and-ink portrait of David S. Meyer, 
senior partner of the firm of Meyer and Engel, 
well-known Birmingham insurance agents, re- 
cently appeared on the front page of the Birm- 
ingham News, together with a write-up of him. 
His firm has the State agency for Fidelity and 
Deposit Company of Maryland, the Ocean Acci- 
dent and Guarantee Corporation of London, is 
local sales agent for the Hartford Fire Insur- 
ance Company and the Providence Washington 
Insurance Company, and agent for the Spring- 
field Fire and Marine Insurance Company and 
the Globe Underwriters. 

Mr. Meyer, the article relates, has been in 
business in Birmingham for twenty years. He 
was born in Pine Bluff, Ark., and was educated 
in St. Louis. He is a Mason, Knight of Pythias 
and a member of various civic clubs. 


PROMINENT PATRONS OF LIFE 
INSURANCE 
New Edition of This Valuable Book Lists 
12,000 Names 


A brand new edition of “Prominent Patrons 
of Life Insurance” has just been issued 
by The Spectator Company. This publication, 
which has long been recognized as one of the 
best canvassing documents ever produced, is 
about double the size of the previous edition, 
containing the names of about 12,000 persons 
who each carry from $50,000 to $4,500,000 of 
life insurance. In addition, there are hun- 
dreds of letters from heavily insured people 
highly commending life insurance as a protec- 
tion and an investment. 

The new book also embraces a division de- 
voted to business or corporation insurance, and 
contains favorable opinions on life insurance 
and portraits of the president of the United 
States and members of his Cabinet, several ex- 
presidents and thirty-two State governors. 

The information is arranged by geographical 
groups of States, the cities and towns in each 
State being arranged alphabetically, and the 
names of persons located therein are shown 
in alphabetical order, with the amount of life 
insurance carried by each set opposite his name. 

In the partnership and bwsiness corporation 
insurance department, the same genera! arrange- 
ment is followed, the names and locations of 
concerns for which the insurance is carried be- 
ing listed as well as the names of the parties 
on whose lives the insurance is issued. 

In order to assure the accuracy of the in- 
publishers not only com- 
municated with general agents and agents 
throughout the country, thus securing thou- 
sands of new names, but sent personal letters 
to all policyholders listed. The book, there- 
fore, contains the most complete and accurate 
list of largely insured persons ever published. 

“Prominent Patrons of Life Insurance” con- 
tains about 400 pages of lists and letters, is 
well printed and durably bound, in convenient 
size for the pocket. Its price in limp clotk 
binding is $4, and in flexible binding $4.50, 
with liberal discounts for quantity orders. 
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State Mutual Life Assurance Co. 


of Worcester, Massachusetts 
INCORPORATED 1844 


Steadfast adherence to the principles of pure mutuality has built up a 
membership of policyholders in this Company who realize the advantages of 
its constructive and progressive policies. 

Home Office cooperation with the Field Force has created a selling organi- 
zation with which it is both pleasant and profitable to be associated. 

B. H. Wright, President D. W. Carter, Secretary 
Stephen Ireland, Superintendent of Agencies 
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Boston Mutual Life Insurance: 
Company 


“The Company of the 


77 Kilby Street “7% Company of the — BOSTON, MASS, 


H. O. EDGERTON, president E. C. MANSFIELD, Sec’y & Treas, 
ROBERT KING, Supt. of Agencies j 
A corporation organized and operating under the Insurance laws of a 
Massachusetts. All desirable forms,of up-to-date contracts issued, 
CORRESPONDENCE “SOLICITED 
Boston Mutual Contracts in their wording are perfectly simple and thelp " 
_ benefits SIMPLY PERFECT. 4 











SOUTHERN LIFE AND HEALTH INS. CO. 
‘“‘Oldest and Best’ 


Has openings for good debit men and business 
producers. 
P. O. BOX 884 BIRMINGHAM, ALAe 


EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. . 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 


Clarence J. Daly, President 
Po THE OLD LI a 
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LIFE INSURANCE Co. 





DENVER, COLORADO 





TERRITORY 
COMPANY | 


IGOO 


~ FOR GOOD MEN 


CBRoAsins, Pres. CA Svaboda, Secy {| 
ee OFFICE: CEDAR RAPIDS, 1OWA 








The Company Behind the Policy 


The exceptional low premium rates for which Great-West Life pol- 
icies are notable, are based on the soundest principles—splendid 
investment—favorable mortality—low expense rate. 

If interested in Life Insurance write to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office innipeg 








Service of Quality to Policyholders a 
Contracts of Superiority to Representatives 


(Se 
NATIONAL 


CASUALTY 


Write for information relative to open territory. Have two _ 
= ee agencies with business established where change a 
esired. i 











CONTRACT 








THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 — Ejightieth Business Year — 1923 

















RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI- 
TARY AND NAVAL SERVICE. The new Child’s Policy of 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L. 
writes the accidental death benefit and income total disability. 
Best territory open in Ohio, Indiana, Illinois, Missouri and 
Iowa. 

FARMERS NATIONAL LIFE INS. CO. 


F. N. L. Building 3401 Michigan Ave. Chicago, Illinois 








UNUSUAL OPPORTUNITY 


A highly successful company desires the services of an 
agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other 
information to 

ROCKY MOUNTAIN, 


Care of THE SPECTATOR. 








MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President 


General Offices: Chicago U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 




















YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117; 
New York City. 

















